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Now 
Comes the 


«|| PERFECTED 
FAMILY INCOME POLICY 


of The Lincoln National Life Insurance Company 











Monthly income of 1 or 144% of the face 5 Surrender values not decreased. 


of the policy. Income protection period not limited to 10 


> Emergency fund of 20% of the face of the or 20 years (may be any desired period 
policy. from 5 to 20 years). 





7 Family income benefits may be added to 
existing Lincoln National Life policies. 


S Both standard and substandard risks 
- 4 Guaranteed decreasing costs. written. 


Face of policy not diminished by 1 and 2 
above. 





Q Visual agent’s kit and many special sales 
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home 

‘ | The Lincoln National Life acknowledges the pioneering of Family Income plans by Phillip Burnet, President, the Continental American 

e INQUIRIES FROM The LINCOLN NATIONAL 
at ORGANIZERS AND PRODUCERS LIFE INSURANCE 

| INVITED COMPANY 
: Fort Wayne - - - = - - = = = = = = = = = = = = Indiana 
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Missouri Takes 
Twisting Stand 


Deputy Holland Creates Sensation 
with Address Before St. 
Louis Association 


BLAMES THE COMPANIES 


State Official Says Evil Could Be 
Eliminated If Practice Were 
Made Unprofitable 


The threat that the Missouri depart- 
ment is prepared to carry out its fight 
against “twisting” to the last ditch and 
that if necessary, licenses of companies 
that accept business designed to replace 
existing insurance will be revoked, made 
by Deputy Superintendent Holland in 
an address before the Life Underwriters 
Association of St. Louis, has caused 
wide discussion and speculation. 

Mr. Holland made it plain that the de- 
partment is determined to eliminate 
twisting, and that officials believe com- 
panies have the power to help materially 
by making this type of business unprof- 
itable for agents. He plainly laid the 
responsibility on companies. 


Great Fund in Jeopardy 


He said in calling attention to the 
more than $100,000,000,000 of existing 
life insurance in this country backed by 
$20,000,000,000 of reserves, “just sup- 
pose that vast reservoir was tapped and 
drained and twisted out of existence and 
the life insurance companies of this 
country had only their capital and sur- 
plus left and nothing more; what would 

ppen to life insurance?” 

“Il have always regarded life insur- 
nce as something above the heartless 
recision of the actuary. Certainly above 
the ruthlessness of the profit seeker.” He 
pointed out that the Missouri supreme 
court has held that the Missouri depart- 
nent has power to fix reasonable rules 
of conduct for those in the business. 

“There are two types of twisting,” he 
aid, “one involves fraud and misrepre- 
sentation, and the other no misrepresen- 
tation, but either form is inimical to the 
insurance business and should be sup- 
pressed. 

“The insurance department does not 
propose to be content with proceeding 
igainst the individual agents who are 
cuilty of this practice. We believe that 
the most effective way to stop twisting 
is for the companies to get together and 
say to their agents, we will not permit 
you to twist. But if they don’t and the 
supreme court upholds us in our fight, 
a company’s license to do business in 
this state is going to be revoked for per- 
mitting this kind of thing. It is obvious 
f every company refused to accept 
twisted business the field for this sort 
of endeavor by life insurance agents 
would vanish immediately.” 

He read a telegram from the presi- 
dent of a prominent middle western life 





Hull Visualizes Growth 
in Service to the Public 





More than 300 trust officers, bankers 
and life underwriters attended a two-day 
trust conference, November 20-21, at 
Trenton, N. J. The first session was 
devoted to addresses by banking and 
trust men. Open discussion on various 
phases of life insurance took up the Fri- 
day morning session, R. B. Hull, manag- 
ing director National Association of 
Life Underwriters, being the principal 
speaker. 

Following his talk there was a round 
table in which Louis Rude, Day & Corn- 
ish, Newark, Mutual Benefit; J. W. Ed- 
gerton, Trenton, Provident Mutual; W. 
Van L. Taggart, Newark, Fidelity 
Union Trust; and F. P. Gibbs, Jersey 
City, Commercial Trust, took part. The 
conference closed with an address by T. 
J. McGrath, New Jersey Title Guaran- 
tee & Trust, Jersey City, on “Building 
Trust Business in the Future.” L. G. 
McDouall, associate trust officer Fidel- 
ity Union Trust, Newark, well known 
among life underwriters, was chairman 
of the conference. 


Hull Is Principal Speaker 


Mr. Hull’s talk on “Life Insurance As 
It Affects Your Business and Mine,” 
was the outstanding contribution at the 
meeting. He emphasized the human ele- 
ment in the life insurance business. He 
told of changes that have occurred in 
its distribution and among those who 
distribute it. 

“Am I stating it too emphatically, I 
wonder,” he said, “when I say that the 
vast majority of the 67,000,000 policy- 
holders, representing the first $104,000,- 
000,000 of life insurance in this country, 
were sold so many $5,000 or $10,000 or 
$25,000 policies, without any particular 
reference to the specific needs (other 
than the need for protection) or definite 
life plans of the buyer? 

“Perhaps I represent the average 
American policyholder—or at least per- 
haps I did, prior to assuming this offi- 
cial relationship three years ago. At that 
time, I owned 14 life policies, and only 
one of them was sold to me on the basis 
of any more logical appeal than that. 

“Nothing had ever been said to me 
about providing an educational fund for 
my two daughters. Not a word about a 
family income when I might want to 
retire. Never an intimation that through 
life insurance I might travel or indulge 
in my hobby in my declining years. 
And, moreover, every one of my 14 
policies was payable in a lump sum, 
either to my estate or to my prospective 
widow. 

“And I really believe that my experi- 








company, defining “twisting” as follows: 
“The successful attempt of an agent by 
means of misrepresentation to replace a 
policy with another policy.” This execu- 
tive believes anti-twisting laws will not 
stop the practice, and the only way is to 
make it unprofitable. 

Mr. Holland quoted two paragraphs 
from a letter written by this same offi- 
cial to an insurance buyer in St. Louis 

(CONTINUED ON PAGE 6) 





ence was typical of the vast majority. 
But now, fortunately, and, let me say 
that, in my opinion, it is quite substan- 
tially due to the very fact of the en- 
trance into our business relationships of 
the influence of you, the representatives 
of American banking, these things have 
changed. Moreover, they will change 
even more substantially in the years just 
ahead. 


Illustrates Present Trend 


“Life insurance is being, and will be 
increasingly, presented as an investment 
property to constitute the very 
back-log of any estate, wholly apart 
from the elements of protection. It is 
being presented as a promoter of thrift, 
not only in the program of the insured, 
but in that of his family and those who 
may become, even within his lifetime, 
the beneficiaries of his providence. 

“It is being presented as a credit 
stabilizer, principally, perhaps, in busi- 
ness situations, but also extensively 
against the emergency needs of individ- 
uals. It is being sold as a business as- 
set, which shall insure the continuity of 
executive management and the elimina- 
tion of contentious business interests. 
It is being used to insure an adequate 
education, even where no dire distress 
has been occasioned by the so-called 
‘Grim Reaper.’ It is being purchased as 
the creator of reserves, out of which the 
income of the insured will be projected 
into the period after the active business 
years have been concluded, and when 
those who have survived the appointed 
hour, not those who have succumbed, 
occasion the chief concern. 

Plea to Trust Officers 


—as 


“You can have a most helpful effect, 
in requiring and even in inspiring a 
new standard of performance on the 
part of life underwriters, with whose 
work you come in contact. You can 
demand that the life insurance,agent be 
skilled in more than the technique of 
life insurance selling—or rather that he 
be skilled in this new technique. That, 
as a business man, just as bankers are 
business men, the life underwriter must 
be familiar with the fundamentals of 
economics and sociology and that he 
must be able to apply their principles 
to the values and potentialities of hu- 
man life, just as you have been work- 
ing them out during all these years in 
their application to financial and prop- 
erty values. 

“You can insist, that he have some 
knowledge of commercial law, of wills 
and trusts, of financial subjects, of cor- 
poration finance, of the management of 
business and of estates. 


Charged With Obligation 


‘But I have another appeal to make 
to you. You must become in very fact, 
co-workers. You, just as truly as life 
underwriters, are the social engineers 
upon whom will fall the task, during the 
next five years, of working out these 
factors in the adjustment of life values 
to the social and economic problems 
which will confront the individuals and 
the businesses which you will serve.” 





May Unscramble 
Caldwell Mess 


Hope to Get Life Companies on 
an Individual Footing 





Before Long 
INTER-SOUTHERN DEAL ON 


Complications Over the Receivership 
Have Delayed Consummation of 
the Sale of Stock 


Word has hourly been expected from 
Nashville regarding the sale of the In- 
ter-Southern Life of Louisville. Presi- 
dent C. G. Arnett has been in Nashville 
right along but nothing has been given 
out. The delay has been due to the at- 
torneys on both sides negotiating and 
coming to terms. Then a court order 
for the sale had to be made. 

inasmuch as a receiver is appointed 
for the Caldwell & Co. interests the 
court has to give sanction for the sale 
of the Inter-Southern stocks. The In- 
ter-Southern Life is said to have owned 
150,000 shares of the Missouri State Life 
stock. The Missouri State Life has an 
option to purchase the Southwestern 
Life of Dallas but so far owns but 37,- 
500 out of 200,000 shares. Caldwell & 
Co. never owned any Southwestern Life 
stock. 

The Missouri State Life directors are 
holding back on their plans until the 
court passes on the contract for sale of 
Inter-Southern Life stock. 

Home Life Pulls Through 


The Home Life of Little Bock is also 
associated with the Caldwell interests. 
Its running mates, the Home Accident 
and Home Fire were put in the hands of 
a receiver this week, Elmo E. Walker, 
vice-president of the Union Life of Lit- 
tle Rock, being appointed. The Home 
Life is not affected by this receivership 
although its license has been revoked 
along with its running mates in some of 
the states. The Alfred M. Best Com- 
pany has had experts going over the 
books of the Caldwell life companies 
and that organization declares that the 
reserves are intact and that while there 
will be depreciation in securities the pur- 
chasers will make good. The main loss 
will fall on stockholders. The policy- 
holders will in no way be affected. The 
3anco-Kentucky Corporation of Louis- 
ville, which was the holding company 
for the Caldwell banks, went into the 
hands of a receiver this week. Caldwell 
& Co. owned 2,000,000 shares of the In- 
ter-Southern Life purchased at $1.50 a 
share. 

The Chicago law firm of Mayer, 
Meyer, Austrian & Platt have had rep- 
resentatives in Nashville for some days, 
they representing the purchasers. It 
took some time for the banks who held 
the stock as collateral for loans to grant 
releases. The Inter-Southern Life ac- 
quired the Missouri State Life stock at 

(CONTINUED ON PAGE 12) 
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Chicago Agency Employs 
Novel Recruiting Method 





GETS HIGH TYPE OF AGENTS 





W. A. Alexander & Co. Starts Group 
Consisting of Nominees by Big 
Business Men 





Remarkable results in agency building 
for man power through the use of a 
novel plan calculated to develop an un- 
usually high type of new agent have been 
recorded by W. Alexander & Co., 
Chicago general agents for the Penn 
Mutual, with the official acceptance by 
the agency of a class of 17. 
usually high type of new agent have been 
going through intensive training in prac- 
tical life insurance selling, particularly 
in the use of prepared sales talks in a 
unified canvassing program. 

An appeal was sent out by letter Oct. 8 
to a list of leading Chicago business men, 
explaining the opportunity offered and 
asking nominations of men for the avail- 
able openings. Many replies were re- 


ceived and some 50 nominees inter- 
viewed. There was no attempt to sign 
them up then. There followed three 


“exposition” meetings at the Union 
League club on three consecutive eve- 
nings, the subjects being detailed market 
analyses and money making possibilities. 
A demonstration was given each eve- 
ning of an organized sales talk and an 
analysis of it followed. No effort was 
made to follow up those who did not 
attend or who dropped out, but appoint- 
ments for “terminal interviews” were 
made and 19 men were enrolled in the 
school. 
Stress Prepared Talks 


Emphasis in the school was placed on 
prospecting, a “create and save” sales 
talk, “minimum income” sales talk and 
fundamentals. The 19 learned these 
sales talks verbatim. Part of each day 
was spent in the field, learning cold can- 
vass, practicing material covered in the 
class and reporting on the Penn Mu- 
tual’s “Did You” daily report system. 
The group was divided into teams for 
competitive spirit, and credit was given 
for work done, rather than volume and 
number of applications, 

The 17 men have just been formally 
taken over into the sales organization 
and given full time contracts. Ac- 
cording to Manager John H. Sherman 
of the life department they have a “re- 
markable degree of ease, confidence and 
efficiency” in delivering at least two defi- 
nite life insurance sales talks and also 
have a broad general idea of life insur- 
ance fundamentals. 


Taught to Sell Ideas 


“These men have been taught to sell 
ideas, not figures,” Mr. Sherman says, 
“and will operate without carrying a rate 
book. The most interesting angle is 
the general caliber of the men secured. 
The average age is about 35 and the 
men have been successful in their past 
effort. The group includes one presi- 
dent of a manufacturing company, two 
large real estate operators, one sales 
manager, one secretary-treasurer of a 
large corporation, one advertising man- 
ager of a very large corporation, one 
auditor, etc. The men are financing 
themselves, and unless a man has good 
contacts and enough capital to finance 
himself six months, no effort was made 
to get him.” 

W. A. Alexander & Co. have high 
hopes for this class. It is interesting to 
note that the recruiting was done on the 
basis that it was an unusual opportunity 
that the agency was extending to able 
men dissatisfied with their present busi- 
nesses or, because of the business de- 
pression and other reasons, unable to 
continue in their old lines. Every man 
has a substantial background with which 
the Alexander agency was thoroughly 
familiar even before the nominees were 
invited to attend the school. 

This new method of recruiting was 


-cent. 








Ordinary Sales 2 
Percent Off for 
First 10 Months 


HARTFORD, Nov. 27.—New ordi- 
nary life insurance sales for the first 
10 months of 1930 are 2 percent less 
than last year, although this year’s sales 
show an increase over the same period 
for every year previous to 1929, the 
Life Insurance Sales Research Bureau 
states. October sales were 13 percent 
less than in 1929. The decrease was 
not marked in any particular section, 
but all sections suffered. Maine showed 
the largest monthly gain with 11 per- 
Four other states recorded in- 
creases: New Jersey, 7 percent; Florida 
and Idaho, 6 percent and Colorado 4 
percent. 

A study of sales for the first ten 
months in each year for the past five 
years showed that the new business in 
1930 was 18 percent greater than in 
1925, 15 percent more than 1926, 11 per- 
cent over 1927 and 7 percent over 1928. 

Of the large states, New York and 
Pennsylvania showed a decrease. IIli- 
nois wrote 11 percent less business and 
Indiana 15 percent. Ohio, Michigan and 
Wisconsin showed 21 percent decreases. 

The October sales of companies with 
over $400,000,000 in force were 12 per- 
cent off, those with $150,000,000 to $400,- 
000,000 in force were 19 percent lower 
and the smaller companies 21 percent. 
For the ten months’ period the classes 
of companies in the above order named, 
wrote 1 percent, 9 percent and 10 per- 
cent less business. 

The large cities show the following 
percentages of gains and losses: 

Outeher 10 Mos. 











DOGEOM cccescccnsevecsse —5 
SRIGRMO ccccccecsceseccs a +3 
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Detroit cccccccccccccece —21 —13 
Mew FOG ccccceccccesse —10 0 
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carried out under the personal direction 
of Wade Fetzer, Jr., C. L. U. graduate, 
assistant manager, in addition to Mr. 
Sherman and John C. Fetzer and C. E. 
Petillon, supervisors. Harve Badgerow 
took an especial interest in the class and 
gave inspirational talks in the course. 
The class has now started active can- 
vassing following a short meeting at 
which it was inducted, and will adhere 
strictly to the definite sales program 
taught in the course, consisting of 
planned talks, consistent effort, concen- 
tration on at least an application a week 
and adherence to the Penn Mutual's 
“Golden Triangle” campaign which has 
as its backbone learning three prepared 
sales talks, having three genuine inter- 
views a day and obtaining the names of 
at least three new prospects every day. 


Airplane Accident Case 
Is Won by Life Company 





DOUBLE INDEMNITY ISSUE 





Federal Court Held Death Crash Was 
Not Risk Assumed by the 
Company 





The federal circuit court of appeals of 
the 10th circuit at Denver in an appeal 
from the district court for the western 
district of Oklahoma holds that the ex- 
clusion of aeronautics as a risk is held 
to prevent the recovery on a policy. A 
person riding with a pilot who operated 
an aircraft is found to be “participating 
in aeronautics” within the terms of the 
contract. The suit was brought by H. 
B. and Tillie O. Head against the New 
York Life. The New York Life on 
Aug. 27, 1926, issued a policy to A. G. 
Head for $5,000 with a double indemnity 
clause, the two petitioners being the 
beneficiaries. 


Facts in the Case 
The assured was in the insurance 
business at Oklahoma City. He went 


to a airport nearby at the request of an 
owner of an airplane to inspect and to 
get information concerning airplanes 
preparatory to writing airplane fire, 
theft and tornado policies. The pilot 
suggested that Mr. Head take a ride for 
the purpose of gathering information as 
might be needed in preparing the appli- 
cation for and writing the insurance. He 
boarded the airplane and after it had 
been in the air about 6 minutes it dived 
to the ground and was wrecked. Head 
sustained injuries from which he died 
three hours later. The company paid 
the beneciary $5,000 but denied liability 
under the double indemnity clause. 

The court said that there can be no 
doubt that a person who rides in an air- 
plane along with the pilot has a part 
or share in flying in the air and partici- 
pating in aeronautics. The court holds 
that the insured came to his death as 
the result of a risk not assumed. 


Adds Retirement Fund Specialist 


The Equitable Life of New York is 
adding a retirement fund specialist to its 
group department at Chicago. Howard 
B. Kelly is regional group supervisor of 
the central department, handling 14 mid- 
dlewestern states. Joel D. Mason of the 
home office of the Equitable has been 
transferred to Chicago in charge of the 
department of annuities and research, 
under Mr. Kelly. The Equitable writes 
a large volume of employes’ retirement 
fund business. 











October Sales Compared by States 
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—Courtesy Life Insurance Sales Research Bureau. 





Connecticut Mutual’s Plan 
in Training New Agents 


——_——_ 


HOLD EDUCATIONAL MEETING 





Home Office Gathering Gives Salesmen 
Closer Insight into Important 
Phases of Insurance 





For the tenth time since the plan was 
inaugurated some two and a half years 
ago the Connecticut Mutual Life has 
concluded a successful three-day educa 
tional conference held at the home oftice 
for qualified new agents. 

It was opened by President Looniis, 
who tendered greetings, which after an 
inspection of the home office was made 
showing the routine followed in the is- 
suance of a policy from the time 
application is received until the c 
pleted policy is placed in the mails. 


Real Opportunity Is Seen 


l 
the 
m- 


On the afternoon of the first day H 
M. Holderness, superintendent of agen- 
cies, and Sparver, assistant super- 





intendent, addressed the group. A round | 


table discussion, in charge of Mr. Spar- 
ver, followed. In the evening the presi- 
dent’s dinner was held, at which Mfr. 
Loomis spoke briefly on the opportu- 
nities in life insurance at the present 
time. He stated that the agent has a 
real opportunity to help relieve the pres- 
ent business depression by the very 
pleasant method of selling life insurance 
The minute a man buys life insurance, 
Mr. Loomis pointed out, he has over- 
come part of his fear of “hard times,” 
thereby raising his sights, increasing h 
purchasing power, and relieving the 
business depression to just that extent. 
Life insurance stands at the top in its 
many-sided benefits and in its sphere is 
the most wonderful instrument ever de- 
vised, Mr. Loomis concluded. 


The second day was given to a dis- 


cussion by various officials on the com- 
pany’s financial background; medical 
phases; and death, disability and double 
indemnity benefits. 
sion began with a talk by Vice-President 
P. M. Fraser on the “Mental Attitude 
of Successful Life Insurance Salesmen.” 
F. O. Lyter, assistant superintendent of 
agencies, spoke of the benefits of or- 
ganized ‘sales talks. 

The company’s underwriting practice; 
conservation; and the new retirement 
income and life income trust policies 
were given attention on the third day, 
followed by a talk on “Getting Organ- 
ized,” by G. F. B. Smith, agency as- 
sistant. After a final round table dis- 
cussion, the meeting was brought to a 
close by Secretary Greene. 


Report on Survey Is Made 
at Inter-company Meeting 





The semi-annual meeting of the inter- 
company conference of life underwriters 
on occupational hazards was held at the 
Prudential home office. Among papers 
read was one prepared by G. A. Hug- 
gins, actuary, and P. Kautzmann, 
registrar of the Colonial Life. heir 
paper was based on considerable re- 
search and an analytical survey regard- 
ing various hazards in the manufactu 
of artificial leather. There was consier- 
able comment at the thoroughness o! 
the manuscript, which among other 
things pointed out safety measures taken 
in manufacturing substitute leather. Sev- 
eral other papers were read by repre- 
sentatives of other companies, deali 
with occupational hazards in the sugar 
industry, in the manufacture of scap, 
making carpets and rugs, producing dry 
batteries and in other trades and chem- 
ical fields. 


W. E. Talbot, agency manager of the 
Southland Life of Dallas, Tex., has bee" 
serving as chairman of the unemploy- 
ment committee in that city. 


The afternoon ses- 
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Reinsurers Eye 
Big Risk Study 


Message of Parkinson, Conference 
of Underwriters Are Hopeful 
Signs 


SUICIDES DISTRESSING 


Reinsurance Number of National Un- 
derwriter Will Be Published Early 
in December 


All of the factors governing the for- 
tune of direct writing companies today 
are reflected by the reinsurance carriers, 
and in addition there are other factors 
which are the peculiar problem of the 
reinsurers. 

Life reinsurers this year are affected 
by the abnormal lapse ratio, by the pro- 
on slump since the middle of the 
and more particularly by the sui- 
cides among heavily insured lives and 
the natural deaths among jumbo risks. 

Although actuaries are predicting an 


duct 


year, 


improvement in the mortality rate this 
year, it is small consolation to the rein- 
surer when it is called upon to pay 


heavy losses on the one particular class 
in which it is most interested. 

Reinsurers have been alarmed for sev- 
eral years at the somewhat indiscrimi- 
nate writing of jumbo risks. This year 
the fears of the reinsurer seem to be 
realized. The losses might be shoul- 
dered if the belief did not exist that 
these unusual cases represent a trend 
instead of being incidental or coinciden- 
tal. If underwriting of large risks 
should be reformed today, the reinsur- 
ers are exposed to vast liability as- 
sumed during the days of the volume 
craz¢ 

lhere is hope on the part of reinsur- 
ers that the underwriting of producing 
companies will be reformed. The advice 
of ‘I. I. Parkinson, president of the 
Equitable of New York, that the under- 


writers be given more time to investi- 
gate applicants for large lines was wel- 
comed by reinsurers. Closely following 
Mr. Parkinson’s message is the confer- 
ence of underwriters of direct writing 
carriers in New York to discuss among 
other things the problem of the big 
risk and to form a working organization. 
Underwriters hope that these occur- 
rences may be prophetic. 


Tne NATIONAL UNDERWRITER has been 


conducting an inquiry into the problems 
of life reinsurance as well as fire and 
casualty reinsurance for its Reinsurance 
Number which will be published in De- 
cem ver. Statistical material will be pre- 
sented in that issue and articles by lead- 
ing authorities in the field of reinsur- 
anc 


Group Association Picks 


J. D. Craig for Third Term 


Craig, actuary Metropolitan 


J ies D. 
Life, was elected chairman for the third 
successive year of the Group Associa- 
tion which held its annual meeting at 
New York. B. D. Flynn, vice-president 
lravelers, was elected chairman of the 
accident and sickness section of the as- 
sociation, while Henry Beers, assistant 
actuary Aetna Life, was elected secre- 
tary of both the association and the 
accent and sickness section. 
lL. A. LeLaurin, Little Rock, Ark., gen- 
er agent for the Manhattan Life, has 
in Little 


joined the Sun Life of Canada 





Emphasizes Insurance 
as Property Investment 





Life insurance as property seems to be in the air. 


One of the 


largest of the multiple line life companies recently decided to put its 
major effort during the next five years on one line—life insurance, and 
on one phase of that line—life insurance as property. To further this 
end it supplied its field force with canvassing books stressing the value 


of life insurance from the property angle. 


Another large and fast- 


growing middle-western company, in preparing its training course, is 


devoting an entire book to “Life Insurance as Property,” 


basing the 


text, by permission, upon the exhaustive treatment of that subject 
found in “The Essentials of Life Underwriting,” published by the 


“Diamond Life Bulletins.” The Novem- 
ber issue of the “Diamond Life Bulle- 
tins” should be of particular interest 
to any agent who wishes facts, figures 
and statements from authorities to back 
up his presentation of life insurance as 
an investment. 


Comment by Editor Thorp 


Editor Abner Thorp of the “Diamond 


Life Bulletins,” says: 
“We must first discover why men 
want property; why they save at all. So, 


as a starting point, let us take the state- 


ment of George E. Roberts, famous 
financier and economist, formerly with 
the Treasury Department and now 


vice-president City Bank Farmers Trust 
Company of New York. He says: 
‘Men save primarily to maintain their 
accustomed standard of living in the fu- 
ture.’” 

Questions Are Asked 


With this as a basis for a measuring 
stick, the November “Diamond Life 

3ulletins” investigates stocks, bonds, 
real estate, mortgages, building and loan 
associations, savings accounts and in- 
vestment trusts. These questions are 
asked of each investment: 

1. Is the principal safe? 

2. Is the collateral value dependable? 

3. Will the investment appreciate 
with time? 

4. Will the income return be 
and stable? 

5. Will the investment return the 
largest possible income during unem- 
ployment, disability, old age and death? 

The conclusion reached is that men 
have been individually investing in prop- 
erties which have not done 
do for a man what he wants his prop- 
erty to do for him. 


regular 


Contents of December Bulletins 


The December “Diamond Life Bulle- 
tins” will continue the argument by 
placing the measuring stick referred to 
above against life insurance and it is 
found that life insurance is the best 
property for the average man because 
it will return to him the largest secure 
income when he needs it most. It is 
the only property of which a large 
amount can be easily purchased on the 
installment plan. It is the only prop- 








and cannot | 


| botham, 


erty which has the more or less com- 
pulsory savings feature so highly recom- 
mended by the late ex-President Wil- 
liam Howard Taft. It is the only prop- 
erty which is transferable 100 percent 
and the only property which can be 
trusteed with a guarantee of both prin- 
cipal and interest to the heirs. 


Bound Copies Available 


Bound copies of the November and 
December “Diamond Life Bulletins” for 
either personal study or canvassing pur- 
poses, or for Christmas gifts to agents, 
can be purchased from the Diamond 
Life Bulletins, 420 East Fourth street, 
Cincinnati. 


Reiley Heads Home Office 
Life Underwriters Group 


Austin D. Reiley, supervisor of risks 
Mutual Life of New York, was elected 
president of the Home Office Life Un- 
derwriters Association, which was or- 
ganized in New York to promote sound 
underwriting of life insurance risks. The 
vice-presidents are W. F. Rohlffs, as- 
sistant secretary New York Life; W. H. 
Dallas, assistant vice-president Aetna 
Life. The secretary is Leigh Cruess, 
assistant secretary Home Life of New 
York. Treasurer is F. P. Todd, insur- 
ance supervisor Provident Mutual, while 
the editor is Malcolm Adams, supervisor 
of application and death claims, Penn 
Mutual. 


Others Who Are Active 


The executive committee members for 
two years are A. J. Riley, assistant math- 
ematician Mutual Benefit; L. M. Ro- 
secretary life department Trav- 
elers; J. R. Harris, manager ordinary 
applications Metropolitan; R. B. Gordon 
vice-president and supervisor of applica- 
tions State Mutual. The executive com- 
mittee members for one year are H. F. 
Larkin, vice-president Connecticut Mu- 
tual: F. N. Everett, manager ordinary 
issue department Prudential; M. J. 
Koniger, assistant superintendent bureau 


of issue Equitable; W. R. Pond, man- 
ager underwriter’s department John 
Hancock. 





the East Bay 


throughout the country: 
grateful thanks, we might consider— 


since last November. 
worth 100 cents. 


Life Association Gives Thanks 


Mindful of the season and of the unsettling events through which the 
staunch bark of life insurance has ridden this year without starting a seam, 
(Cal.) Life Underwriters i 
pre-Thanksgiving luncheon meeting Nov. 21. 
repeated for the serious consideration 


“Added to all the other things for which life underwriters can give 


“That life insurance has withstood the financial storms which have raged 
The policyholders’ 
Outside conditions have had no effect. 
“That life insurance knows no seasonal limitations. 
vest time are coincident and constant with the life underwriter. 
ices are most needed when conditions are hardest. 
“That life insurance, as an institution, 
life for the person and families of our policyholders and for us. 
“That life insurance men are awakening to the ethics of our work, and 
our leaders are ever advancing the standards of our practice. 
“That life insurance converts good intentions into accomplished facts.” 


Association returned thanks at a 
Their unusual offering is 
other life insurance men 


all 


of 


dollar has remained constantly 


Sowing and har- 
Our serv- 


answers the great problem of 














Explains ‘Letter 
on Bank’s Plans 


President Mount of the Bank of 
America Amplifies Some 
Statements 


ATTITUDE IS EXPLAINED 


Declares the Institution Intends to 
Remain in Life Insurance as 
in Past 
SAN FRANCISCO, Nov. 27.—In an 
interview with a representative of the 
“Pacific Underwriter,” A. J. Mount, 


president of the Bank of America, am- 
plified some of the statements in his re- 
cent letter to Percy H. Goodwin, presi- 
dent of the National In- 
surance Agents, relating to the insurance 
activities of the bank. In this letter 
Mr. Mount said that “we have decided 
to have our affiliate withdraw from the 


insurance agency and brokerage busi- 
ness.” In some circles it was thought 
that the bank intended to abandon all of 
its activities as a producer and retailer 
of insurance. Mr. Mount says, however, 
that the statement quoted was intended 
to apply primarily to the fire insurance 
business. 


Owns the Occidental Life 


Association of 


He said: “Transamerica Corporation 
owns the Occidental Life and we intend 
to continue our life insurance activities 
as in the past. We are organizing a new 
corporation, American Brokerage, Inc., 
which will take over all of the insurance 
activities (except fire insurance) hereto- 
fore conducted by the Americommercial 
Corporation. Insurance does not fit in 
with the business of Americommercial 
Corporation. 

“We have a general agency 
Central West Casualty and naturally 
will direct to this company as much 
business as we can control in connection 
with our auto finance operations through 
our various branches. However, our 
branch banks will not be in the position 
of local agents soliciting casualty insur- 
ance. We will take only what comes 
to us in connection with our auto finan- 
cing. Without insurance the finance 
business would not be worth while. 


Will Push 


for the 


Pacific National 

“We are going to give the new plan 
of developing a_ fire insurance business 
a fair trial and I believe we can build a 
very substantial volume for the Pacific 
National Fire. If it is not a success, 
there is always the option of going back 
to the old plan. 

“As far as the life 
is concerned, I think we are in 
different position than we are 
either the fire or casualty business. 
doubtedly, we have developed a great 
deal of life insurance through Amer- 
icommercial Corporation and our banks 
that would not have been written other- 
wise and not all of this business has 
been written in our own company. I 
don’t feel that our life insurance friends 
have any cause for complaint regarding 
our activities in that direction. 


Will Net Use Strong Arm Methods 


insurance business 
a little 
with 


Un- 


“It is not the policy of the bank nor 
of its subsidiary corporations to use 
strong arm methods to obtain insurance 
of any kind. Of course, I know that 
complaints have been made that undue 
pressure has been used to secure insur- 
ance and no doubt some of these com- 
plaints have been well founded but they 
were the exceptions and not the rule and 
were not in accordance with the fixed 
policy of the organization.” 

(CONTINUED ON PAGE 13) 
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WESTERN & SOUTHERN PRESIDENT DEAD 
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which made him liked and respected by | the Illinois Bankers at Lincoln, Neb. 
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| Insurance and Flying Are Ably 
Discussed by Dr. W. B. Smith | 





—— 


At the recent meeting of the Associa- 
tion of Life Insurance Medical Directors 
interesting discussion developed on the 
outlook of life insurance towards avia- 
tion. Dr. L. G. Sykes, medical director 
Connecticut "General, declared that the 
human element is responsible for more 
aviation actidents than are mechanical 
defects. A response was delivered by 
Dr. W. B. Smith, assistant medical di- 
rector Connecticut Mutual Life. The 
first part of Dr. Smith’s address appears 
herewith and the remainder of it will 
appear in a subsequent issue together 
with certain tables which Dr, Smith has 
prepared. 

Dr. Smith is particularly qualified to 
discuss the relation of life insurance to 
aviation, because he has important asso- 
ciations with both enterprises. He is 
chief flight surgeon for the Connecticut 
department of aeronautics. His duties 
are to select and supervise all persons 
flying as pilots within that state. He 
has also conducted the same type of 
work for the United States Department 
of Commerce in New England ever 
since the department has had regulatory 
authority over flying. 

Within the last year Dr. Smith pre- 
pared a pamphlet, “A Classification for 
the Aeronautics Hazard” which was 
published by the Connecticut Mutual. 
He is now engaged in writing a treatise 
on life insurance and aviation, which will | 
appear in a monthly publication. 

The first part of Dr. Smith’s address 
is as follows: 

Dr. Smith's Introduction 








“Dr. Sykes has pointed out one of 
the very important points necessary to 
take into consideration in underwriting 
lives of individuals who use the air as 
a means of transportation. I would have 
only two further comments to offer. 
First, to those not versed in the aero- 
nautical industry this work might tend 
to cast more or less of a pessimistic air 
over their ideas of the safety of trans- 
port flying. In the second place, this 
study has only begun and really deals 
with that particular phase of underwrit- 
ing of the aviation hazard which gives 
us the least concern. 

“The longer I study the aeronautic in- 
dustry, the more strongly I become con- 
vinced that the comparison of aerial 
transport with railway transport is erro- 
neous, Never will aerial transportation 
simulate railway or automobile trans- 
portation, for never will as many people 
be carried through the air as are car- 
ried by either of the two above men- 
tioned systems. The flying industry on 
the other hand is more comparable to 
the marine industry and it is the com- 
parison between these two means of 
travel that will give us the more accu- 
rate results. These two transportation 
methods are beset with the same dif- 
ficulties in almost every instance. 


Study of Pilots 


“I have been privileged within the’ 
past two months to have traveled over 
this great country and to have visited all 
four of its borders, and it is through this 
opportunity for study that I am fully 
convinced that our aerial transport com- 
have made great strides in the 
safety of passenger carrying and that 


panies 


we have little to fear as insurance com- 
panies insuring people who travel over 
these systems. Dr. Sykes’ paper points 


out that much attention must be paid to 
the pilots of our transport companies. 
This is perfectly obvious. This is pre- | 
cisely what is being done today and | 
has been the practice for some time. | 

“A study of the mortality record for 
our transport lines from Oct. 1 of last 
r until the same date this year re- 
‘als practically a clean slate. There | 
are several reasons for this, one of them 
being the work of one of our very 
Prominent insurance companies in for- 
mulating a code similar to a fire under- 








writing code for the underwriting of 
aerial transport companies. This par- 
ticular institution covers all lines, in- 
cluding public liability. After insuring 
these transport lines, it finds that it is 
to its advantage to supervise them, 
which is being done and which shall 
have a far-reaching effect in bringing 
about a splendid mortality-free flying 
record, 
Transport Practices 


“Our transport companies are not fly- 
ing haphazard. They are being super- 
vised by regulatory law. There is much 
room for improvement, but there cer- 
tainly is no doubt in my mind that the 
strides in efficiency and safety made by 
our aerial transport companies have 
been much greater than those made by 
any other transportation industry in the 
same length of time. Dr. Sykes has 
quoted that the aviation industry has 
been built on courage and sacrifice and 
over the bodies of dead pilots. It would 
seem, however, that this is only history 
repeating itself and that each one of our 
transportation industries has been built 
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over the bodies of its dead pioneers. 

“In writing about the particular or 
De ailed phase of the selection of pilots, 
| Dr. Sykes has pointed out a particular 
case where apparently a military flier 
was found to be suffering from syphilis 
and that because of the error of a flight 
surgeon this man was allowed to fly. It 
would seem that the picking out of a 
single case is not quite fair any more 
than it would be to point out that this 
company or that company had just paid 
a large first year claim because of the 
failure of one of its examiners to detect 
a heart condition, for instance, that 
might have proved fatal. In fact, this 
probably has happened more than once 
in this great insurance industry. 


Flight Surgeons’ Ability 


“My close association with flying folk 
and flight surgeons would lead me to 
believe, however, that by and large our 
flight surgeons are conscientious in- 
dividuals alert at all times to pick out 
those physical discrepancies that might 
spell doom or failure if not detected. 
Furthermore, the individual states are 
taking up the question of state regula- 
tion which will be in cooper ration with 
federal regulation, and it is my privilege 
to report to you that a great deal has 
been done already in this direction. It 
is with modesty that I mention my own 
state, but because of my intimate re- 
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lationship with the state department of 
aeronautics I feel that I should say that 
flying is regulated and supervised with 
exceptional care. We make it a practice 
in that state to require Wasserman re- 
actions on every individual who desires 
to obtain a passenger-carrying grade of 
license, and I can go on at some length 
to show in detail how carefully we 
supervise our flying folks 24 hours a day. 
There is no doubt that this same system 
will become more or less universal with- 
in a very short time. 


Fighting Adverse Weather 


“The human element, however, is the 
big element in flying and unless very 
carefully supervised, as pointed out in 
Dr. Sykes’ paper, we would get nowhere. 
In this paper, it is pointed out that we 
have been laboring under the delusion 
that ability increases directly with ex- 
perience. I feel that I must take an ex- 
ception in this instance in view of my 


|own personal contact with flying folks 


over a period of about seven years. I 
have known a great many fliers and have 
watched them very carefully both on the 
ground and in the air. I honestly can 
not see where there have been any delu- 
sions in this particular direction, Ability 
certainly increases directly with ex- 
perience. 

“It 
hours a 
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INCOME 


TOTAL 





Age 25, $221.10 


Assets $19,000,000 


$1200 PER YEAR, or 
5% RETURN on $24,000 PRINCIPAL, or 
12% RETURN on $10,000 


Yet you can now leave that income to your family for 
the next 20 YEARS by owning only $10,000 of the 


MIDLAND FAMILY INCOME 


$100 monthly—19 years 
| Dn «6 6 © « * « # « 


extra during income period 


PRINCIPAL .... . 


20 years from date of policy 


PREMIUM RATES $10,0 000 
Age 35, $293.10 


ADDRESS 


Founded 1905 
COLUMBUS, OHIO 


In force $111,000,000 


| 
| ILLUSTRATION—$10,000 CONTRACT—AGE 35 
IF DEATH OCCURS THE SECOND YEAR: 


CASH AT DEATH .... . 


| optionally provided by dividend 


which may be increased by Disability $41,259 
and Accidental Death Benefits 


*(Based on 1930 Dividend Schedule—Subject to Increase or Decrease) 


Write for Family Income Leaflet 


THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


$ 3,730* 
22,800 
4,729" 


10,000 








Age 45, $437.80 
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Eager to improve themselves as life 
underwriters and knowing that any offer 
made by the Home Office is worth their 
attention, 364 NWNL representatives — 
many of whom are prominent genera] 
agents or leading producers, enrolled 
for “The Doorway to Life Underwriting” 
during the first three weeks following its 
announcement. 


To Help Agents 
GET RESULTS 


O life underwriter can 
afford to be baffled by 

his prospect's questions or 
objections when closing a sale, 
nor can one become successful 
in a chosen field without fun- 
damental training — and surely, 
no one knows so much that he cannot learn more. 
It is the aim of Northwestern National to facili- 
tate the work of its representatives, old and new, 
through its new educational course, “The Door- 
way to Life Underwriting’. The course is com- 
posed of a series of five compact booklets dealing 
with different phases of the life insurance business. 
Its purpose is two-fold: to help the new agent get 
immediate results from his work in the field; and to 
give the experienced man a review of the fun- 
damentals of life underwriting so that he may 


benefit from them. 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 


O. J. ARNOLD, Parsiwent 


STRONG-> MinneapolisMinn. ~ LIBERAL 





The Doorway To Opportunity 














of how much experience he has had in 
meeting adverse conditions and what he 
has done under the circumstances. When 
I select my pilot to fly me, I am not in- 
terested in the man who has flown 5,000 
hours without a forced landing, adverse 
fog conditions, or a crash, but I am 
interested in the man who has flown 
1,000 hours and who has spent a great 
deal of his time meeting adverse condi- 
tions and promptly solving his difficul- 
ties and who has crashed any number 
of times and has been able to walk away 
from the crash without having suffered 
the worse for it. This is the man with 
both ability and judgment, and this is a 
result of his experience. 


Have Acquired an Air Sense 


“There is no difference between the 
good flier and the good example in any 
other line of business, science or what 
not. Fying people are perfectly normal. 
They are subject to the same tempera- 
mental whims that any other folks are 
subject to. The only difference is that 
they have either inherited or acquired an 
‘air sense’ in addition to their ‘ground 
sense.’ 


Should Be Put Up to Pilot 


“Concerning competition between air 
lines and the influence that this has upon 
pilots resulting in the taking of chances 
I heartily agree with the author of this 
paper that this is a pernicious practice. 
It is a matter to be taken up by regula- 
tory and supervisory agencies, but I 
often wonder whether this alone will 
remedy the matter. It is my belief that 
those agencies supervising pilots should 
more or less ignore the operating com- 
pany’s aititude and should put the mat- 
ter squarely up to the pilot. If the pilot 
were accused of taking off in the face of 
adverse weather conditions, that pilot 
should have his license suspended for a 
period of three months. I dare say that 
this would probably settle for all time 
the perplexing situation in that com- 
pany. It is to be remembered that the 
operating company and the pilot both 
receive remuneration for attempting to 
fly the air mail in the face of adverse 
conditions. 


Sentiment Should Be Crystallized 


“What then can this organization do 
about the whole matter of bringing 
about ideal supervision of flying per- 
sonnel or transport lines? It is my 
opinion that they have a power possibly 
peculiar to such a body of men. We 
shall never get anywhere by writing and 
talking about it. I would suggest that 
the ideas that this organization might 
have should be in the form of law. It 
is not an easy matter to transform mere 
ideas into law, but it certainly would be 
a long step in the right direction if this 
organization would go on record in or- 
ganizing a committee which would rep- 
resent the entire life insurance industry 
and which committee should be invested 
with the power of taking up these mat- 
ters with those gentlemen who have the 
power of w riting into the law the ideas 
of this organization concerning the 
regulation and supervision of pilots on 
transportation lines.” 


Will Attend Football Game 


Owing to the fact that the 
Navy football game will be played in 
New York Dec. 13, the day following 
the closing of the annual meeting of the 
Association of Life Insurance Presi- 
dents, a number of the executives will 
remain over to attend the game. As 
the hotel accommodations will be 
strained considerably, especially at the 
Astor, the association suggests that 
those intending to remain get their 
reservations extended. 


Army- 


Chapman Conducts Meetings 


W. Ray Chapman, assistant superin- 
tendent of agencies for the Northwest- 
ern Mutual Life, will conduct agency 
meetings at the Crouch & Allen general 
agency at Buffalo Nov. 29 and at the G. 
D. Vance agency, Greensburg, Pa., 
Dec. 1. 
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Direct Mail Best | 
Aid at Disposal of 
Life Underwriters 





BOSTON, Nov. 27.—Miss Alice E 
Roche of the Provident Mutual Lije’s 
Louis S. Paret agency, Philadelphia, told 
the Boston Association of Life Under- 
writers last week that “direct mail is, 
without any qualification whatsoever 
the greatest sales aid at the disposa’ of 
the present day life insurance uncer- 
writer. It can be made a dominant and 
working factor in those three phases of 
our business which determine succes:— 
service, sales and conservation.” 

Miss Roche contended that direct mail 
admits of elasticity in objective and op- 
eration which enables an underwriter to 
set up a plan that covers the five iac- 
tors calculated to help bring success 
There are: “(1) The information and 
education of prospects as to the many 
and varied uses of life insurance; (2) the 
breaking down of at least a _ certain 
amount of sales resistance on the pre- 
mise that vulnerability exists somewhere 
in a prospect’s mind, and that, sooner 
or later, by a process of appropriate 
and timely messages, that point of vul- 
nerability will be reached; (3) the set- 
ting up of a body of junior salesmen 
who keep the agent in the prospect's 
mind—who keep him present when his 
competitors call, who keep him Before 
the prospect at times and under con 
tions when he could not, without oi- 
fense, be there in person; (4) the estab- 
lishing of continuous and effective con- 
tacts with policyholders, with the def- 
nite three-fold objective of increasing 
business, reducing oe and project- 
ing good will; (5) the developing 
through a mailing list, always in opera- 
tion, of a clientele who are _ inclined 
favorably toward the agent, who have 
come to know him, to like him, to re- 
spect him, to read his messages with in- 
terest and appreciation, and who through 
this constant contacting process are 
brought to the point where every time 
life insurance is mentioned or thoug 
the name of the particular agent comes 
into mental view.” 

The recent rulings on named bene- 
ficiaries by the United States commis- 
sioner of internal revenue was explained 
by Franklin W. Ganse. 


Williams Says Business 


Has Reached Turn in Road 


DETROIT, Nov. 27.—George L. Wiil- 
liams, chairman of the board of the 
Union Central Life, who addresses a 
conference of agents in the Detroit of- 
fices Friday, asserted that the econom 
situation of the country has reache 
“the cross roads” and is making a turn 
for better times. Mr. Williams is mak- 
ing a tour of the branches in Ohio an 
Michigan, accompanied by E. E. Hard- 
castle, actuary, and Robert H. Flint, 
supervisor of applications. 

He spoke of the trend of people all 
over the country toward investment 
policies, indicating that the public is | 
coming conscious of the value of this 
method of saving money. 

“To say that business recovery will 
occur as readily as one would turn on a 
light in a dark room would be to give 
the wrong impression,” Mr. Willia 
said. “Here in Detroit we find that the 
insurance business has been reasonally 
good throughout the period of so-called 
depression. In certain types of insur- 
ance business has increased, which 
dicates that there will be a recovery 
from now on in all lines of business 
throughout the country. 

“The reasonable and temperate view, 
from our standpoint, is that a rehabilita- 
tion is at hand, which will be gradual 
and all the more beneficial because 
will be a process of reconstruction buw'! 
along sound fundamental lines in a de- 
liberate manner.” 
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since the inauguration of the bureau's | the 100 underwriters who completed the 


i] | four-day lecture courses over three years | course last week wrote a total of nearly 
AS SEEN FROM NEW YORK |): staan wee buses, 


From the very first school held we The two leaders wrote $150,000 and 
have been asked if we would not begin | $98,000, making the average for the rest 














EXTEND UNIVERSITY COURSES 

Newman L. Hoopingarner, professor 
of business psychology at New York 
University, has joined the university's 


life insurance training school faculty. He 
will teach the section of the course cov- 
ering “The Psychology of Human 
Needs.” Professor Hoopingarner is di- 
rector of the bureau of business gui- 
dance and a specialist in the develop- 
ment of sales and executive organiza- 
tio He has worked with a number 


of life insurance home offices and gen- 
eral agencies. 
* * x 
COMPARISONS DECEPTIVE 


Because the production of new life 
insurance is not at present showing the 
same rate of increase that has charac- 
terized the business in the past, J. S. 
Lawrence, writing in the New York 
“Herald-Tribune,” comes to the conclu- 
sion that on such a basis it is possible 
that insurance, instead of defying the 
business cycle has been one of its easi- 
est victims. 

“It is very difficult to make a satis- 
factory comparison,” Mr. Lawrence 
writes, “because of the growth factor. 
Where a series has acquired a general 





sme stability the fluctuations over a period 
7 of vears can be averaged out and some 
tom kind of a norm developed to be used 
asia for measuring purposes. Life insur- 
on ance, however, has been forging stead- 
stab- ily upward and any comparison with a 
“ single or compound past figure is likely 
def- to he deceptive.” 
a By this method of computation, Sep- 
lect. tember life insurance production, the 
pies figures upon which Mr. Law rence based 
~ his findings, would show a deficiency of 
lined 16.4 percent from a normal predicated 
ee upon the 10.06 percent growth which it 
ayo has enjoyed on the average in the last 
b te. ten years. 
2 mm e £2 
— MeNAMARA PLAN OF SELLING 
al 
time \ merciless but effective way of mak- 
wiht ing new salesmen learn what they have | 
ymies been taught has been worked out by the | 
John C. McNamara Organization, New 
ene- York City representatives of the Guar- 
mis- dian Life. 
ined When the budding underwriter has | 
gone through the organization’s course | 
in life insurance selling, he is told to | 
write out the sales talk he would make | 
to a prospect under such-and-such cir- | 
sad cumstances. Perhaps he harbors the il- 
lusion that it will be graded and passed | 
to him but he gets a surprise. 
Wil Now,” says the instructor, “we'll just | 
the turn the situation around. I’m the sales- | 
— man and you're the prospect. I'll give | 
- of- your sales talk and you see how it | 
ynni¢ sounds, ” | 
ched efore the instructor has read more | 
ti t! a few lines, the embryo salesman, | 
nak- flushed and uncomfortable, is wishing he | 
and could get his manuscript back for exten- | 
ard- S revisions, but the reading procests | 
‘lint, to the end. 
How do you feel about it?” asks the | 
» all ructor. “Would you draw your | 
nent check for the first premium after listen- 
be I to that?” There is never but one 





ver and John Salesman retires to 
are a new talk, invariably a vast 
rovement over his first, which is 
lly not worth serious criticism. 
he instructor reads the new version | 
k to him and then they go over it to- 
gether, point by point. 
Ry this time the prospective salesman 
mpressed by the magnitude of his 
and when the standard sales talk 
pared by the organization is passed 
r to him he seizes on it eagerly, for 
recognizes in it all he has been try- 
to put into his own presentations. 
le is not asked to memorize this talk, 
he must know it and know it in 
er, so that if he is switched off at 
point he can get back on the track 
a» soon as the interruption is over and 
thout danger of repetition. It is pre- 
cise and to the point, all of which he is | 


aca 


<< 


the preparation of material for an ad-| of the group about $7,500 each. 


in a much better position to appreciate vanced course—popularly called by The mornings were spent in class 
after being made to listen to his own ef- | many men a ‘sophomore school.’ work under Dr. Charles J. Rockwell, in- 
forts. “The first two-day course in agency | surance educator, and the rest of the day 
’ © management was held at Toronto im- | was spent in practical field work, apply 
ADVANCED COURSE GIVEN mediately preceding the international | ing what they had learned. 
convention of life underwriters. Cleve- * 


xk *k * 
A new advanced course in agency — 
: = Sy itt une thn seceed cite te tase the REVIEWS DISABILITY CLAIMS 
management of the Life Insurance Sales 


Research Bureau will be given Dec. 2-3 course.” The New York Life has published an 
. é . ne - 7 “Cc. land > 4 ‘i; “1. 
mer Ng : 8 : * ¢ 9 80 page book on “Disability Claim In- 
' by Charles E 
. ; vestigations,’ written by Charles EF. 
committee has been appointed by Julian oe s é : Tees : +f 
S. Myrick, president of the Life Man- Indications are that New York's old | Anstett, superintendent, department of 
a am Freee € . a oo age pension law will cost nearly $20,- | ™SPection of the New York Life. In 
agers’ Association, to arrange for the | 90) ooo ny ad ; $12 400,000. the | this book Mr, Anstett has _ used his 
> . ar Willi; cm = ) a year instead of $12,400,000, the - . —_s . 
course. E, G. MacWilliam, vice-presi- | oo imum figure first estimated. Com- | SP@ce entirely for giving direct and prac- 
dent of the association, is chairman of 1° : — : ; con) esmueatinges > to every phase 
io 3 teat plaints are being received especially | “¢4! suggestion relating to every phase 
the association. From the smatier counties with low as- 1% claim investigation. As an analysis 
J. M. Holcombe will conduct the ; “ar ; : of methods of procedure in claim inves- 


} -.- . | sessed valuations. In eleven counties 
school. In accepting the association's ‘ - : rg vork se who much deal 
—s the estimates of expenditures under the | US2@Uon Work, those wh« 

with the problem, will find it invaluable. 


invitation, Mr. Holcombe said: id semuliom suai ties Gnanded an 
“Ee eat : old age pension | ave exceede e- 
Every indication coming to the Re- licti i I ' “aa a = Mr. Anstett classifies investigations as 
tan? Brown * he tee 7 dictions. n one county almost twice | * ' 
search Bureau points to the fact that the exnected aumber ef saatications contestable, incontestable and continu- 
. . > > 2 4g atic one 4 oe 
agency management, its problems and its om filed a: = Geet is Gee I a expec- | ance inves gations. The different infor- 
°° ° . . . as : Z os cess < *xpec- - 
opportunities, will be given increasing : mation needed for each and the modified 
methods of obtaining information for 


. . , ations of about $25,000. 
attention during the next few years. In tations of about raf 


the bureau’s endeavor to cover the need i each type of investigation is clearly set 
yl £ 


for research in this direction, we have} #OM® STUDENTS WRITE MILLION | forth. The last part of the book deals 
been investigating constantly the recent While enrolled in the week’s life train- | with the writing of disability claim re- 
trends in agency management. New and | ing — given by the Home Life of | ports Che typographical arrangement 
vital improvements have been discovered ‘New York for its metropolitan agents, is excellent. 
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“NOTHING it 
BETTER” | 


O policy is better adapted to the needs of America’s business Rov 
and professional men than is Mutual Trust Life Insurance 
Company’s Preferred Risk Ordinary Life. Combining, as it does, Us 
low initial cost, low net cost, and permanent protection, it is a RB 
powerful aid to the success of the representatives of the Company. Lb 


Basis $5,000.00 EN 
ILLUSTRATION OF NET COST* UL 
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“To feel that we were do- 
ing work useful to others 
and pleasant to ourselves, 
and that such work and 
its due reward could not 
fail us! What serious 
harm could happen to us 
then?” ---Wm. Morris. 


Work with the Inter-Southern 
is useful to others. Serving 
over 75,000 policy-holders 
in twenty-three states is un- 


doubtedly being useful. 


The work is pleasant. The In- 
ter-Southern is large enough 
to command respect wherever 
the name is mentioned. It is 
not too large for close co-op- 
eration between the home 
office and each individual 
agent. There is inspiration 
and a feeling of neighborli- 
ness with opportunity in this 
rubbing of elbows. 


Hun- 


dreds of us have proven that. 


The reward is there. 


The Inter-Southern offers use- 
fulness, pleasure and reward 
to those who are seeking a 
life work. Write to... 


























INSURANCE CO. 
LOUISVILLE, KENTUCKY. 
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CAREY G. ARNETT, President 
Home Office, Louisville, Ky. 























Baltimore Bankers Endorse Life Insurance 





BALTIMORE, Nov. 27.—An en- 
dorsement of life insurance by the 
leading Baltimore bankers has been pre- 
sented the Baltimore Life Underwriters 


! 


tion from federal income taxes; (4) ab. 
solute security. These associated 
tors make business life insurance 


|} only a sensible business procedure by 
|an essential protection.” 


Association by F. A. Savage & Son, 
New England Mutual Life general 
agents. 

It reads: “Business life insurance, a 


national economic stabilizer. Life insur- 
ance offers an effective and 
method of retiring the interests of a de- 
ceased partner or stockholder without 
disturbing the continuity of a business. 
It has four outstanding factors of value: 
(1) Nominal cost, amounting usually to 
less than 3 percent annually of the cap- 
ital fund; (2) guaranty of payment of a 
capital fund without delay; (3) exemp- 


certain | 


Below this appears the signature 
|the heads of the following banks 
First National of Baltimore, Baltimor 


Trust Company, Drovers & Merchant: 


National Bank, Union Trust Company. 
| Maryland Trust, Mercantile Trust Com. 
pany, Farmers & Merchants National 
Bank, Equitable Trust Company, lark 


| Bank, Calvert Bank, Continental Trust 


Company, Fidelity Trust, Baltimore 
Commercial Bank, National Marine 
Bank and the Safe Deposit & Trust 
Co. 








Stephenson Is President of 
Canadian Life Officers 


The new president of the Canadian 
Life Insurance Officers Association is 
H. R. Stephenson of the Crown Life. 
First vice-president is G. Cecil Moore, 
Imperial Life, while J. H. Lithgow, 
Manufacturers Life, was elected second 
vice-president. H. W. K. Hale, Sun 
Life, is honorary secretary. 

The executive members elected are C. 
C. Ferguson, Great West Life; F. S. 
Kumpf, Dominion Life; R. G. Mannings, 
Royal; A. N. Mitchell, Canada Life; H. 
E. North, Metropolitan Life; E. E. Reid, 
London Life; V. R. Smith, Confedera- 
tion Life, and C. W. Strathy, North 
American Life. 

Trends in life insurance investments 
were presented by the retiring president, 
W. H. Somerville of the Mutual Life of 
Canada. J. F. Weston suggested an in- 
crease in the institutional advertising 
campaign so that appropriations might 
be made for farm journals. 

V. R. Smith reported on the work of 
the public health committee while A. N. 
Mitchell gave the report on licensing of 
agents as prepared by the joint com- 
mittee of the Life Officers Association, 
the Life Agency Officers Association and 
the Life Underwriters Association. 
James Simpson of the Sun Life now rep- 
resents the Life Officers Association and 
the Quebec advisory board on licensing 
agents. 

Acting Prime Minister Henry of On- 
tario introduced P. D. Ross, who headed 
the Ontario Royal Commissions which 
reviewed the social welfare organizations 
in the province. 


Chew Addresses Actuaries 


Fred V. Chew, associate professor of 
insurance at Indiana University, was the 
principal speaker at the monthly dinner- 
meeting of the Actuarial Club of Indian- 
apolis. He discussed the aims and ac- 
complishments of the American College 
of Life Underwriters. Mr. Chew is one 
of seven Indiana men who have received 
the C. L. U. degree. 


F. P. Manly in Texas 


President Frank P. Manly of the In- 
dianapolis Life has been spending the 
past fortnight in Texas combining busi- 
ness with a little hunting. 


Commissioners Back Home 


Commissioner C. D. Livingston of 
Michigan and H. B. Corell, first deputy 
commissioner, returned this week from 
northern Michigan, where a large part 
of state officialdom has been encamped 
since the opening of the deer season 
Nov. 15. The commissioner seldom 
makes any pretense of actually hunting 
but enjoys the outdoor life and an op- 
portunity to go hunting with a camera. 
Mr. Corell, who frequently “gets his 
buck,” returned empty-handed _ this 
year. Warm weather in the north made 
tracking impossible and hurried success- 
ful hunters home from camp to prevent 
their meat from spoiling. 





Illinois Life Publicity 
to Boost Its Home City 


Recognizing the injustice of much of 
the unfavorable publicity which Chicage 
receives in the press and by word oj 
mouth, the Hlinois Life has decided to 
devote its 1931 trade journal advertising 
space to a campaign boosting its home 
city. Each ad in the series will be based 
on one distinct aspect of the city. For 
example, there will be one ad devoted to 
the physical beauty of Chicago, another 
to the city’s financial position, another 
to its cultural accomplishments, its edu- 
cational opportunities, its recreational 
advantages, etc. Each plate will carry 
the slogan of the campaign: 

CHICAGO 
A Good Place to Live 
A Good Place to Work 

This plan ties up to some extent with 
the company’s 1930 campaign which was 
given over to promoting the coming 
World’s Fair. However, the World’ 
Fair series pointed out that the Illinois 
Life would celebrate its 40th anniver- 
sary while the city celebrated its second 
fair. Next year’s campaign will carry 
no company advertising other than the 
signature. It is planned purely as a 
good will gesture. 


Sullivan Case Heard 


ST. LOUIS, Nov. 27.—The $100,00 
libel suit of J. P. Sullivan, former St 
Louis general agent Lincoln National 
against the Connecticut Mutual and §$ 
L. Morton, its St. Louis general agent 
went to trial before Circuit Judge 
3rackman at Clayton, Mo., yesterday 
The suit is based on alleged use of the 
word “twisting” in a letter from Mr 
Morton to the Lincoln National regard- 
ing Mr. Sullivan’s selling methods. Mr 
Sullivan, now general agent for the IlIli- 
nois Life in Chicago, testified he wrote 
$4,800,000 in three years at St. Louis for 
the Lincoln National. 


Minor Morton Has Resigned 


Minor Morton, agency director of the 
Surety Life of Kansas City, has re 
signed as of January 1. The president 
will take over the agency work. Mr 
Morton is an experienced agency man 
who is well known to the insurance 
fraternity. 


Sun Life Changes 

F. L. South has been apnointed man 
ager of the new branch of the Sun Liie 
of Canada at Omaha. A. M. Jacksor 
becomes branch secretary, Evansville 
Ind.; G. E. Phifer, branch secretary 4 
Nashville, Tenn.; L. O. Tiffin branc 
secretary, Oakland, Cal.; E. T. Garnett 


resident secretary Peru branch; W. |] 
Round, resident secretary Porto Ric 
and Santo Domingo branch; R. G 


rn 


Whitrod resident secretary of nortl 
Central America branch; N. H. Jarman 
is transferred from southeastern Asia 


branch to be resident secretary of Egypt} 
by J. MI 


branch, and is succeeded 


Brown. 
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i NEWS OF THE COMPANIES 


Company Extends Operations 





Guaranty Life Is Affiliated With the 
United Thrift Plan in Its 
Operations 





NEW YORK, Nov. 


27.—The Guar- 


ntv Life of New York, affiliate of the 
United Thrift Plan, is extending its 
operations into New Jersey, and ex- 


pects to open its new office this week. 
The United Thrift Plan, which is gen- 
eral agent of the company in New York, 


will have the same function in New 
Jerse y. 

The Guaranty Life, which started op- 
erations in April, 1930, has as its prin- 


cipal function the insuring of clients of 
the United Thrift Plan. Some business 
is obtained outside this source but no 
particular effort is made to acquire it. 
Since the basic idea of the thrift plan 
is to insure the lives of participants 
so that death will not interfere with 
the accumulation of the desired fund, 
there is a close relationship with life 
insurance companies. The Guaranty 
Life, however, is the only company 
which has been formed for the purpose 
of being affiliated with a thrift plan. 
Not only does the Guaranty write the 
policies on the iives of participants in 
the United Thrift Plan but it has un- 
der consideration applications made by 
other thrift plans to underwrite the 
lives of their clients. 

While the Guaranty Life has plans 
for expansion in the future, the imme- 
diate program will be confined to New 
Jersey and the continued extension of 
its work in New York. 


Equitable of New York 


Shows Notable Increases 








At the meeting of the directors of the 
Equitable Life of New York reports for 
the third quarter were submitted. In 
commenting upon the statements, Pres- 
ident Parkinson stated that the insur- 
ance in force Sept. 30 had reached $7,- 
075,000,000, a gain of $314,000,000 in nine 
months, accompanied by a gain in pre- 
mium income of $11,000,000. The assets 
exceeded a billion and a quarter, an in- 
crease of over $77,000,000 since Dec. 31. 
\fter providing for the increase in policy 
reserves the surplus showed an increase 
f over $4,000,000. He further stated 
that $126 000,000 had been disbursed to 

licvholders and beneficiaries, of which 
$77,000,000 was paid. to living policy- 
holders. The total policy payments this 
vear exceed those of the first months of 
1929 by nearly $14,000,000. 

President Parkinson also reported an 
nerease of 4 percent in new ordinary 
nsurance issued and 21 percent in new 
mnuities over the corresponding period 
t 1929, 





Home Has Best October 


In spite of a general falling off in 
ife imsurance production for October, 
the Home Life of New York did the 


iggest October business in its 70 years’ 
history. In the middle of the month 
business took a decided brace and the 
last half of October set a record pace 
is season of the year. This vol- 
ume is notable in view of the fact that 


last year the company’s business was 
running about 15 percent ahead of the 
previous year. 
Had a Good October 
The Farmers & Traders Life of Syra- 
cuse, N. Y., reports that its production 


in October was three times its normal 
monthly volume. It wrote $1,789,000. 
It made a special campaign for business 
and cooperated with the Granges in the 
States in which the Farmers & Traders 
Is Operating. 








Got Business Among Granges 





Farmers and Traders Life Created Much 
Interest in a Month’s Campaign 
Among the Farm Institutions 





The Farmers & Traders Life of Syra- 
cuse, N. Y., had an interesting campaign 
in October, writing business largely 
among Grange members. L. J. Taber 
of Columbus, O., national master of the 
Grange, is vice-president of the Farm- 
ers & Trades. The Grange life insur- 
ance campaign was in charge of a com- 
mittee consisting of Mr. Taber; F. J. 
Freestone, master New York State 
Grange; E. B. Dorsett, master Penn- 
sylvania State Grange; W. F. Kirk, 
master Ohio State Grange; D. H. 
Agans, master New Jersey Grange. 

The objective was to increase the in- 
terest in the value of life insurance 
among the Grange members. The com- 
mittee offered a prize, a trip with all 
expenses paid, to the national Grange 
meeting at Rochester to the agent in 
each state who placed the largest num- 





ber of + policies provided he issued them 
to over 50 percent of the Grange mem- 
bers in his territory. The tvllowing 
were winners: L. H. Aiken and Hubert 
Tompkins of Jamestown, N. Y.; J. W. 


Barnes, Washington, Pa.; L. D. Wal- 
ker, Plainfield, N. J.; C. B. Billman, 
Wooster, O. 

The second highest winners were C 
E. Trump, Waverly, N. Y.; E. M. Mo- 
quin, Woodhull, N. Y.; E. A. Stelley, 
Dayton, N. Y.; A. H. Van Hise, Tren- 
ton, N. J., and M. F. Cooley, Warren, O 

The Farmers & Traders wrote three 
times the average monthly production 


or a total of $1,789,000 in October. 

J. W. Barnes of Washington, Pa., 
wrote 71 applicants for $159,000 in 16 
different subordinate granges. Messrs. 
Aiken and Tompkins put the ca npaign 
over 100 percent, placing policies in 
every grange. Mr. Barnes drove 2,226 
miles in October, writing his 71 applica- 
tions. He taught a class on salesman- 
ship in the school. He preached five 
times and made four addresses before 
granges. He sold three portable type- 
writers. He wrote nine $200 scholar- 
ships for the school. 


Agents Prove Loyalty 
Loyalty Day, celebrated in the Mutual 


Trust Life of Chicago, resulted in re- 
ceipt of $826,750 new business at the 





1] 


heme office, the greatest single day in 
the company’s history. The special ef- 
fort on this day rounded out a month 
which in all other respects was out- 
standing and one of the largest in the 
company’s experience. Agents making 
the Loyalty Day honor roll were able 
to count only such business as was 
actually received at the home office on 
daily reports that day, and on on medical 
business it was necessary that examina- 
tions also be in before the applications 
could be recorded as new business. A 
special orange card was attached to all 
applications submitted in the one-day 
campaign. 





Lincoln National Life Figures 


“The insurance in force of the Lincoln 
National Life as of Nov. 1 was $881,- 
575,684, with a total number of policies 
of 286,809. The paid business for the 
year to date was $201,372,354, a gain 
over the same period last year of $32,- 
340,694. 


To Have New Home Office 


Southern States Life is to have 
a new home office in Atlanta, Ga. The 
Metropolitan Theater building is being 
remodeled, two stories being added to 
meet the company’s requirements, 
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*Based on Present Dividend Scale and Interest Rate. 


To the Continental American Life 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


OF SAINT PAUL 


Following a long established practice of giving to its splendid 
Field Force everything to sell that is good in Profit-sharing Life 
Insurance—ANNOUNCES 


THE FAMILY INCOME BOND 


Which provides on $10,000 of Insurance, a Monthly Income of 
$100 for either 10 or 20 years with full face amount payable at the 
end of either period. For illustration—age 25— 


. A CLEAN-UP Fund is provided through the yearly 
dividends—which purchase without examination, one 
year term insurance. Amount payable for instance in 
event of death the first month of second year, on 
present dividend scale* 

. $100 MONTHLY INCOME for 19 years (228 months). 22,800 

. Surplus interest of 114% for 19 years* 

4. Face Amount—which could still be left under the in- 

come options—present interest rate 5%* 


Total Disability and Double Accident Benefits optional. 
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Not Guaranteed. 


2,850 


10,000 
iweceeeed $38,694 








for 


Business 


last year of over 65%. 





1930—Our Fiftieth Anniversary—Continues showing splendid in- 
creases over 1929. The total from January through May 


will be an increase over 
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A Great 
Mid-Western 


Institution 


Dedicated to unsur- 


passed service in 
everything pertaining 
the 


to business of 


Life Insurance. 


THE 


Farmers €? Bankers Life 
Insurance Company 


J. H. STEWART 
Vice-President 


H. K. LINDSLEY 
President 
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Secretary 


WICHITA, KANSAS 
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‘Policies That Protect’’ 





In Iowa and 
Nebraska 





























We have territory available 
now with attractive contracts 
and a well defined plan of 


General Agency Development. 














May Unscramble 
Caldwell Mess 


(CONTINUED FROM PAGE 3) 


an average of $70 a share and this is 
carried on its books at $53 a share. This 
stock, however, was purchased not with 
cash but with securities held by the In- 
ter-Southern Life, which since have de- 
clined in value with the financial depres- 
sion. Half of the Missouri State Life 
stock, it is said, was paid for by the 
Inter-Southern Life in its own stock at 
$4 a share. The general impression is 
that the Caldwell life companies, so 
called, will be unscrambled and _ that 
each will continue on an independent 
basis. The thought is that each com- 
pany can be more or less locally owned 
and have the influence of strong home 
backing. 
Banks Broke Under Strain 


All banks associated with Caldwell & 
Co. in any way have felt the pressure 
and most of them are closed. The Cen- 
tral Bank & Trust Co. of Asheville, 
which closed, was not a Caldwell bank 
other than this bank assisted in refinanc- 
ing a number of enterprises in Asheville 
and vicinity, Caldwell & Co. marketing 
the real estate bonds issued against 
these enterprises in which the bank was 
interested in loans. 

It is understood that the original own- 
ers of the Southeastern Life of Green- 
ville, S. C., and the Shenandoah Life of 
Roanoke have made an offer to take 
back their stock. If this is concluded, 
these companies will be in the same po- 
sition that they were before the Caldwell 
house became interested. 


System Is Condemned 


Life insurance executives as a general 
rule take the position that this unfortu- 
nate mix-up, owning to the interlock- 
ing and inter-relationship of life com- 
panies, investment companies and banks 
shows that it is an unwise system to 
bring life insurance into such an associ- 
ation. The commercialization of life in- 
surance through buying up of compa- 
nies, not only by investment houses but 
by others for purely mercenary motjves 
is generally frowned upon. 


EXPECT APPROVAL SOON 


LOUISVILLE, Nov. 27. ‘ 
Woodward, of the law firm of Wood- 
ward, Hamilton & Hobson, attorneys 
for the Inter-Southern Life, in discuss- 
ing the deal for sale of the controlling 
interest of Inter-Southern, held by Cald- 
well & Co., said: “The shares have been 
contracted for and the money is on de- 
posit to guarantee the purchase. The 
deal will be approved by the federal 
court and all parties, and we expect it 
to be closed this week. The deal would 
have been completed sooner, except for 
the fact that the stock had to be assem- 
bled, some of it having been up as col- 
lateral on loans. Then it was necessary 
to secure court sanction to the sale of 
these assets of Caldwell & Co. I am 
still not at liberty to divulge the name 
of the buyer, who has retained the privi- 
lege of making the announcement when 
purchase is completed.” 





BUYERS ARE LIVE 

Abraham Meyer of the law firm of 
Mayer, Meyer, Austrian & Platt in Chi- 
cago is representing the interests nego- 
tiating for the purchase of the Inter- 
Southern Life. Mr. Meyer said that 
the interests seeking the purchase are 
life insurance operators and that their 
principal motive in the bee is to 
acquire the block of 150,000 Missouri 
State Life shares in the portfolio of the 
Inter-Southern. The prospective pur- 
chasers want the influence which this 
will bring in the insurance operations of 
the Missouri State. 

Mr. Meyer stated that the pending 
deal is different from the one originally 
contemplated. The first price to be paid 
for the Inter-Southern stock was more 
than $2 a share, but since the difficulties 
of the Home of Arkansas companies have 


OPERATORS 





been revealed, the prospective purchas- 
ers are only willing to pay $1.50 for the 
Inter-Southern stock. The Inter-South- 
ern also has investments in the Home 
Group. 

The job of assembling the shares of 
Inter-Southern stock which had bcen 
pledged as collateral in various Tennes- 
see and Kentucky banks in which Cald- 
well & Co. were interested, has been 
completed, Mr. Meyer declared. ‘The 
prospective purchasers want to be fully 
assured that no other interests will 
claim an equity in these Inter-Southern 
shares which have been assembled. 

NEW OWNERS TO ATTEND 

ST. LOUIS, Nov. 27.—The Missouri 
State Life board met today but ad- 
journed until Monday without taking final 
action on reorganization of board per- 
sonnel. The delay gives the new owners 
of the Inter-Southern Life an oppor- 
tunity to be represented at Monday's 
meeting and obtain recognition on the 
Missouri State board, as they hold the 
largest block of its stock. 

They are expected to cooperate in 
plans of the St. Louis members of the 
board. 


Canadian Advertising Men Meet 


At the annual meeting of the Liie 
Insurance Advertisers’ Association of 
Canada, in Toronto, A. L. Cawthorn- 
Page, Metropolitan Life, was re-elected 
president. William Wallace, Confeder- 
ation Life, and D. W. Hoegg, National 
Life, were elected vice-presidents. F. 
G. Ivory, Canada Life, was re-elected 
secretary-treasurer. 

A. D. Lange, Rough Notes Company, 
Indianapolis, addressed the luncheon 
meeting on “The Conservation § of 
Business.” 


Pequegnat Assistant Manager 


The Mutual Life of Canada has ap- 
pointed A. E. Pequegnat assistant gen- 
eral manager. Following some years in 
banking, Mr. Pequegnat joined the com- 
pany’s actuarial department in 1908, and 
later was appointed assistant actuary. 
In 1919 he was made assistant gag 
and upon retirement of Treasurer J. 
Ross in 1923 Mr. Pequegnat = Me 
his duties under the title of comptroller, 
which position he has held up to the 
present. 


Hoffman Heads Yeoman 


A. H. Hoffman, Des Moines, has been 
elected president of the Brotherhood Sy 
American Yeomen. He succeeds W. 
Shirley of Muskogee, Okla., who is re- 
tiring. Mr. Hoffman was formerly vice- 
president of the society and remains a 
member of the board. G. F. Wall, sec- 
retary, has been made a director to suc- 
ceed Mr. Shirley. The vice-presidency 
has not been filled. 


Pilot Life Examination 


A convention examination of the Pilot 
Life conducted by Tennessee, North 
Carolina and South Carolina depart- 
ments will start Dec. 3. 


Penn Mutual Examination 


A convention examination of the Penn 
Mutual Life conducted by Pennsylvania, 
Oklahoma, Virginia and Connecticut 
will start Dec. 15. 


Holmes and Jones Named 


C. T. Holmes and E. W. Jones have 
been appointed state agents of the La- 
fayette Life in Michigan. Mr. Holmes 
has been with the Lafayette Life since 
1914, first as an agent, then supervisor 
and finally superintendent for Michigan. 
Mr. Jones went to the Lafayette a few 
years ago and soon took first rank as 
a personal producer. He has secured 
a number of agents in addition to doing 
personal work. 

Messrs Holmes and Jones are located 
in Flint, Mich. 
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Card inal Pointers 
in Selling Given 
by Riehle in Talk 


BALTIMORE, Nov. 27.—‘“An insur- 


man is at his best at his first in- 








ane 

terview with a prospect; he loses 25 
percent of his selling appeal at his sec- 
ond visit; he becomes a bore on his 


third interview and the fourth time may 
go through a window,” declared Theo- 
M. Riehle, New York City, asso- 
ciate manager Equitable Life of New 
York, in an address at the November 
mecting of the Baltimore Life Under- 
writers Association. 

In his talk, “Cardinal Principles,” Mr. 
Riehle made a number of new points 
about insurance selling, which differed 
strikingly from the established methods. 

“Any young man who is ambitious 
and willing to work earnestly in the 
life insurance business can become in- 
dependent in ten years. 

“Any man who has money is a pros- 
pect, but I tell my men to go after 
people with incomes of at least $3,000 
a year. 


dort 


Business of Ideas 


“The life insurance business is a busi- 
ness of ideas and the field is open for 
original thinkers, for example, annuities 
are old in France and Germany but new 
in the United States. This is some- 
thing new and on my cards I have life 
insurance and annuities. 

“Know something about your pros- 
pect before you go to see him, even if 
it is only his age. The majority of 
agents talk too much. It often pays to 
take hours and hours to prepare your 
selling talk, which when you visit your 
prospect only takes five minutes to de- 
liver. 

“Don’t interrupt your prospect when 
he is talking, only perhaps when he 
says he carries life insurance. Tell him 
that he does not carry life insurance. 
He owns it. 


Number of Influences 


“\ man is a suspect until he passes 
the medical examination, then he be- 
comes a prospect and on the first pay- 
ment he is a client. 

“There are a number of centers of 
influence through which an agent may 
reach his prospects. Renewals are one 
method. The old policyholders offer 
opportunities through whom to get 
prospects. 

“An agent can render a great many 
forms of service to his clients. In these 
methods keep up-to-date, be a 1935 
model. Send telegrams to your policy 
holders on their birthdays, render busi- 
ness services, read as widely as you can 
and on many occasions you will find 
you can give informative service to a 
man whose business may be running 
badly. 

“There are four good points to keep 
in mind when selling insurance. First, 
that life insurance is a reserve for emer- 
gencies; secondly, it provides for a 
period of disability; thirdly it covers re- 
tirement and old age, and lastly pre- 
mature death. This last feature is one 


that progressive insurance agents are 
relegating to the background. They are 
emphasizing insurance as an_  invest- 


ment.” 


Explains Letter 
on Bank’s Plans 


(CONTINUED FROM PAGE 5) 
_Mr. Mount in reply to a question said 
that the bank interests do not own the 
Central West Casualty either in whole 
or in part. 


WILL TAKE MILITANT STAND 


SAN FRANCISCO, Nov. 27.—That 
the life underwriters of California are 
determined to carry on the fight against 
the writing of life insurance by the 





Bank of America, formerly Bank of 
Italy, or any other bank that looks with 
envious eye on the commissions in- 
volved, is demonstrated by the action 
of the life underwriters of the San 
Joaquin Valley. Following an address 
by A. S. Holman, manager of the Trav- 
elers at San Francisco, and vice-presi- 
dent of the National Association of Life 
Underwriters, to the sales congress of 
the Stockton Life Underwriters Asso- 
ciation, a resolution condemning such 
practice on the part of the banks and 
declaring open warfare on such trans- 
actions was unanimously adopted. 


Paid Tribute to Agency Body 


Mr. Holman paid high tribute to 
the California Association of Insurance 
Agents for the fight which it waged for 
more than three years against the Bank 
of Italy and which has come to a suc- 
cessful conclusion with the issuance of 
a statement by President Mount an- 
nouncing the withdrawal of the bank 
from the agency and brokerage busi- 
ness. This announcement, however, 
failed specifically to mention the with- 
drawal of the Bank of America from 
the writing of life insurance. Mr. Hol- 
man said that the belief is consistently 
growing that life insurance was not in- 
cluded in President Mount's statement. 
Mr. Holman issued a stirring call to 





arms, quoting the slogan of the fire and 
casualty agents used during their cam- 
paign: “This is Verdun to us. They 
shall NOT pass.” 

By unanimous vote President Bert L. 
Ferguson of the Stockton association 
was instructed by the meeting to formu- 
late plans to wage a determined cam- 
paign as suggested in the resolution of 
condemnation. 


Aetna Suit Rejected 
NEW YORK, Nov. 27.—The Aetna 


Life’s claim for a refund of $376,340 paid 
on taxes has been rejected by the 
United States supreme court on the 
grounds that the company and the in- 
ternal revenue commissioner had entered 
into a closing agreement that the com- 
missioner’s prior “determination and as- 
sessment” should be final and conclu- 
sive, and that such agreement fore- 
closed forever any right of the tax- 
payer to recover the unconstitutional 
taxes it had paid. 


L. C. Bradley, agency manager, Fidel- 
ity Union Life of Dallas, announces the 
appointment of Bert E. Lew as district 


agent at Abilene, Tex Mr. Low for a 
number of years has been a leader in 
banking circles of that community, hav- 
ing been until recently acting vice-pres- 
ident of the Citizens Bank of Abilene. 
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Protective Life Aims 
to Help the Farmer 





The Protective Life of Birming- 
ham is bringing “Protective Life 
Lines,” its agency bulletin, out in 
cloth, much like the material used 
in some children’s books. It is 
printed on cotton cloth. The Pro- 
tective Life says it represents the 
beginning of an idea which may 
hold great possibilities for the cot- 
ton industry. .In publishing the 
issue on cotton cloth, the Protec- 
tive Life desires to demonstrate its 
interest in any effort which will 
put more money in the hands of 
the farmers. It says that 42,000 
84x11 letterheads make a bale 
of cotton. In a very practical way 
the Protective Life, therefore, 
points out a method that may help 
the agriculturists. It is not a 
forced proposition because it is- 
sues its agency bulletin and per- 
haps with little additional cost is 
able to put it out in more perma- 
nent form. 
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A stolen film 


story of 
Service 





necessary 


familiar 


time 


id 


CHICAGO - - - 


NSTRUCTED by a 


Continental 
$12,000, replevin bond to secure the 


action was imperative. 

Unfortunately, the attorney was un- 
with 
standing, and the latter was not rated 
by Mercantile Agencies. 
impossible to secure the data in the 
available—and 
bond could not be issued. 

The agent called the Home Office 
and explained the situation. 
distance call to our New York Office 
secured the information and within an 
hour the bond was issued, enabling the 
attorney to seize the film. 
pocketed a handsome commission and 
won the good will of a valuable client. 

This incident is typical of the intelli- 
gent service Continental renders to 
fieldmen and their clients. 
oughly experienced staff of capable 
executives 
trained employees of these Companies 
stand ready at all times to assist field- 
men in serving the public in all insur- 
ance and surety matters. 


Continental Casualty Company 
Continental Assurance Company 


ILLINOIS 





New 


York 
client to seize a stolen motion pic- 
ture film which had been located 

in a Chicago exchange, a Chicago at- 

torny called upon his surety agent, a 


representative, for a 


court order. Immediate 


his client’s financial 
It appeared 


without it the 


A long 
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A thor- 


and over 1,000 highly 























THE NATIONAL UNDERWRITER 


November 28, 1930 

















| THE NATIONAL 


LIFE INSURANCE EDITION 


UNDERWRITER 








Cincinnati and New Yor 





° CHARL eS D. SPE 


} CINCINNATI = FICE, 420 E. Fourth St., 


NEW YORK OFFICE 


80 Maiden Lane, Tel. John 1032 
GEORGE A. WATSON, Associate Editor 


1517 First National Bank Building 
R. J. McGEHEAN, Resident Manager 
NEW ENGLAND OFFICE 


42 Clinton Ave., E. Weymouth, Mass. 
J. M. DEMPSEY, Resident Manager 


Published every Friday by Ee RT Pes COMPANY, Chica 
GEMUTH, Secretary; HOWARD J. BURRIDGE, Vice-President and General Manager; 


NORA VINCENT PAUL, Vice-President; WILLIAM A. SCANLON, 
GEORGE C. ROEDING and O. E. SCHWARTZ, Associate Managers 


Cc. M. CARTWRIGHT, Managin Eder. 
Par CARTWRIGHT, Ass’t eae 
: A. POST, Associate —"- 
NCER, Associate Editor 
DALE R. SCHILLING, Associate Editor 


PUBLICATION OFFICE, A1946 Insurance Exchange, CHICAGO. Telephone Wabash 2704 
Telephone Main 5781, RALPH E. RICHMAN, Manager. 
BNER THORP, JR., Director Life Insurance Service Dept. 


SOUTHEASTERN OFFICE—ATLANTA, GA. 


Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, III., Under Act, March 3, 1879 | 


MUTH, President; JOHN F. WOHL- 


DES MOINES OFFICE 
ae iene Bidg., Tel. 4-8712 
EATH, Resident Manager 


SAN FRANCISCO OFFICE 
105 Montgomery Street, Room 907 
Tel. Kearny 3054, 


FRANK W. BLAND, Resident Manager 


PHILADELPHIA OFFICE 
412 lead Title Bidg., Tel. Rittenhouse 3654 | 
Ww.Jj.S SMYTH. 1 Resident Manager | 

















Subscription Price $3.00 a year; in Canada, $4.00 a year. 
In Combination with The National Underwriter Fire and Casualty, $5.50 a year; Canada $7.50 


Single Copies 15 cents. | 














‘Member Audit Bureau of Clecufstions 











Lessons from Caldwell & Co. Failure 


Tue failure of Catpwett & Co. will 
bring home to insurance men what is the 
matter with the country, and what has 
caused the present depression, about as 
well as anything. RoGcers CALDWELL is a 
young man of good connections in Nash- 
ville, considerably under 40 years of age, 
who started practically on a “shoe string” 
a few years ago. In his early 20s he de- 
cided that he wanted to go into the insur- 
ance business and applied for an agency 
of the Emptoyers Liasitity, the Nashville 
agent of that corporation having recently 
died. He was given the agency and largely 
through his father’s connection he secured 
some large risks. Fourteen years ago he 
started in the banking or brokerage busi- 
ness with $100,000 capital. A couple of 
years ago it was said in the south that it 
was his ambition to die the “south’s rich- 
est man.” 

While no doubt some constructive work 
in the promotion of legitimate enterprises 
was done, this was far outweighed by the 
adoption of methods which must be con- 
sidered unsound. The story is going 
around, for instance, that he built a stadium 
in Nashville at a cost of $250,000 and sold 
the stock to the public on a basis of $750,- 
000. This statement or rumor may be an 
exaggeration of the method, but it illus- 
trates the sort of thing which we have 
been calling business progress in the past 
few years, and are dearly paying for it 
now. Another instance of Caldwell meth- 
ods may be mentioned in connection with 
his Kentucky Rock AsPHALT CoMPANY, 
a concern engaged in furnishing road build- 
ing material to municipalities, counties, etc., 
throughout the state. Catpwett & Co. 
would agree to buy the bonds issued for 
the road building, provided that the rock 
asphalt contract was placed with their 
company. The principle is unsound of 
making investments on any other basis 
than the value of the security. 

CaLpweL_ & Co. are typical of the kind 
of financier that must disappear before 
industry and business can resume their 
normal course. Mr. CALDWELL would jus- 
tify as good business his proposed con- 


solidation of a lot of life insurance com- 
panies. This may sound all right in theory, 
but its economic soundness may well be 
questioned. 

THe NATIONAL UNDERWRITER has taken 
a stand in the past against two of the ten- 
dencies represented by CaLpweLL & Co. 
in the insurance field. First? it has been 
against the manipulation by promoters and 
schemers of life company control and the 
merger idea in life insurance. It has felt 
that the growing institutions of the west 
and south should be left alone to develop 
on their original plans and only when 
forced by financial considerations should 
a merger be considered. Certainly there 
is a great lack of confidence in companies 
that are traded about in the way some 
companies have been. Agents feel uncer- 
tain as to the future and are inclined to 
get with companies which are not likely 
to be manipulated in this way. The public 
does not as a rule care for such companies 
either, and they have lost standing in the 
life insurance world among other com- 
panies and agents. 

The other position for which THe Na- 
TIONAL UNDERWRITER has strongly stood 
has been against the ownership of common 
stock by life companies. Certainly this 
position has also been vindicated by re- 
cent developments. The business of a life 
company is to insure people and to fur- 
nish them the safest and soundest form 
of protection. The genius of the average 
life company is not in the field of spec- 
ulative investments. The whole spirit of 
life insurance is that it is the back-log of 
the average man’s investment and savings. 
These savings should be represented by 
the soundest and safest form of securities. 
We do not need or want financial geniuses, 
so-called, in charge of our life companies. 
We want men whose minds are engaged 
on insurance matters and on the investment 
side we want men of the trust-officer type, 
who regard life insurance money truly as 
trust funds. The speculator type has noth- 
ing in common with life insurance needs 
on the investment side. 

Mr. CAaLpWeELL has 


done irreparable 





harm in the life insurance business through 
his operations. It makes little difference 
whether the companies in which he in- 
vested come out whole through the present 
trouble or not. The assumption has been 
that life insurance funds have been safe- 
guarded both by state laws and by the 
spirit of the business against such manipu- 
lations as those in which Catpwett & Co. 
have engaged. 

The country has gone through a period 


of deflation. First there was the deflation 
in farm values, which had shot up because 
of war prices. Then there was the Florida 
boom, which was identical in nature with 
the farm boom, only worse. Now we have 
the greatest debacle of all, the deflation 
of stocks. 

The lesson should be clear to all. The 
life insurance business should be kept en- 
tirely clear of high finance, speculation and 
get-rich-quick ideas generally. 











PERSONAL SIDE OF BUSINESS 











E. E. Litz, 58, for the past 24 years 
superintendent of the Nebraska district 
of the Prudential, died last week in 
Omaha. 


C. F. Adams, agency director for the 
New York Life at Des Moines, and 
Mrs. Adams were honored by the Iowa 
agency force at a banquet which cele- 
brated Mr. Adams’ 21st anniversary in 
the service of the company. Sixty-five 
New York Life men were present from 
all sections of the state. 

Congratulatory messages were re- 
ceived from President Darwin P. Kings- 
ley, and Vice-Presidents Thomas A. 
Buckner, John C. McCall and Charles 
H. Langmuir. George Robb of Daven- 
port, agency organizer, presented Mr. 
and Mrs. Adams with a pair of espe- 
cially designed book ends. 

Everts Wrenn, general agent of the 
State Mutual in Chicago and a Harvard 
man, again attended the Yale-Harvard 
game this year. Mr. Wrenn hardly has 
missed a game between these two old 
rivals for many years. 

A. A. Drew, veteran general agent of 
the Mutual Benefit in Chicago, has just 
returned to his office after an enforced 
vacation of some six months as the re- 
sult of a nervous breakdown. He spent 
most of the time at his farm in Maine. 
Although Mr. Drew kept in constant 
touch with affairs, he devoted much of 
the time in the last half year to exer- 
cise and recreation on his farm and he 
appears fully recovered. 


Stephen Ireland, vice-president of the 
State Mutual of W orcester, has just re- 
turned east after a tour of Pacific Coast 
agencies at Seattle, Portland, San Fran- 
cisco and Los Angeles. He held agency 
meetings at all of these places and on 
his return trip eastward held a meeting 
with the Everts Wrenn agency in Chi- 
cago. 

C. C. Clabaugh, general supervisor of 
agencies for the Maryland Life, was 
chairman of the football committee from 
the Baltimore City College Alumni As- 
sociation for the football game Satur- 
day between the Baltimore City College 
and the Polytechnic Institute. This 
game was one of the most hotly con- 
tested of the season and drew a tre- 
mendous crowd. 

E. J. Montague, who recently became 
vice-president and general sales coun- 
selor of the Continental National Life 
of Denver and the Great American Life 
of San Antonio, Tex., will flow take 
charge of production for the latter com- 
pany. Mr. Montague formerly was Dal- 
las manager of the Kansas City Life. He 
has been a big personal producer and 
for eight years was educational director 
of the Business Men’s Assurance of 
Kansas City. 

After a greater struggle than usual, 
L. G. Mersfelder, immediate past presi- 
dent of the Oklahoma Association of 
Life Underwriters, has returned from his 
annual deer hunt in New Mexico with 
one of the largest deer he has ever 
‘cilled. Every year Mr. Mersfelder, who 
is general agent in Oklahoma for the 
Kansas City Life, goes into the moun- 
tains of New Mexico to provide venison 





for the annual dinner which he gives the 
agency. The event is scheduled for Dec. 
6 and will follow an all day agency 
meeting. President J. B. Reynolds of the 
company and several other home office 
representatives will attend. 


Albert T. Day, 51, district agent at 
Lexington, Ky., for the Pan-American 
Life, was drowned at the Shakertown 
ferry near High Bridge, Ky., when he 
drove an automobile off the ferry dock 
into the Kentucky river at a deep spot. 

Col. W. E. Talbot, agency director for 
the Southland Life of Dallas and Re- 
publican nominee for governor f 
Texas in the recent campaign, has been 
made president of the “Buy-It-Made-in- 
Texas” organization. In his campaign 
for governor Colonel Talbot urged the 
people to buy Texas made goods where 
possible and more than 300 clubs for 
that purpose were organized as a result 
of his campaign 

Colonel Talbot, though defeated for 
governor, says he has done some good, 
as the “buy it made in Texas” move 
will spread over the state, Texas indus- 
tries will prosper by it and Texans will 
aid in the development of their own 
state. 


Henry Camp Harris, vice-president 
and agency manager of the Security Na- 
tional Life of Wichita Falls, Tex., was 
honor guest at a meeting of the “Old 
Timers” of the Salesmanship Club in 
Dallas a few days ago. Mr. Harris was 
instrumental in putting the club over in 
Dallas while a resident of that city. 

A radio birthday party on the occa- 
sion of the 63rd birthday of Julian Price, 
president of the Jefferson Standard Life, 
was held November 25 over stations 
WBIG, Greensboro, and WSB, Atlanta. 
The party was the culmination of the 
annual special campaign for business 
staged in honor of Mr. Price. Mr. Price 
gave a two-minute talk thanking his as- 
sociates for the honor done him and 
gave greetings to hundreds of his friends 
who had telegraphed messages of con- 
gratulation. The Atlanta program cor- 
responded with that at Greensboro, ex- 
cept that a prominent Atlantan spoke in 
behalf of Mr. Price. 


The Lincoln National Life was host to 
all home office employes at a theater 
party in Fort Wayne, where D. W. 
Griffith’s talking picture, “Abraham 
Lincoln,” was shown. A large section 
of seats was specially reserved for more 
than 600 Lincoln Life people and their 
friends attending. An interesting dis- 
play of Lincoln trophies owned by the 
Lincoln National was on exhibit in the 
lobby. 

W. T. Shepard, vice-president Lin- 
coln National Life, was given a royal 
welcome recently when he returned to 
his office after an extended business trip 
through the west. Fort Wayne sales- 
men of the company greeted him at his 
office and presented him with a bou- 
quet of roses, with each rose represent- 
ing an application for a policy. Mr. 
Shepard has held a series of agency 
meetings in Texas, California and Utah 
the past month. He reports that each 
of the three states will show an increase 
in business this year over 1929. 
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A HUNDRED THOUSAND INTERVIEWS ? 





That’s what Pan-American Life representatives have 


had brought them during the past several years—since 





Agency Openings the Pan-American interview plan was introduced to 













oo help solve the prospect problem! This unusual pros- 
ALABAMA pect service not only gets interviews but gets them 
ARKANSAS under circumstances most favorable to the sale. 
CALIFORNIA 
DISTRICT OF sat , . : ° 

COLUMBIA The Pan-American interview plan has accounted for 
pata millions of new insurance placed on the books of the 
ILLINOIS company. It is helping Pan-American representa- 

J J ; . 
senna tives show steady increases in production year after 
IOWA ) I ) 

a year and helps account for the fact that in 1930 more 
7. commissions have been paid them than in any other 

LOUISIANA I J 
Y previous year. It is one of the reasons why Pan-Amer- 





ican representatives are sold on their company and 
why they can afford to build for the future on a per- 





manent basis. 








Men not at present under contract can get full in- 


formation regarding Pan-American agencies by 





writing. 





Write 





TED M. SIMMONS, Manager United States Agencies 





NEW ORLEANS, U. S. A. 








Crawford H. Ellis E. G. Simmons 


President 











Good Morning — How Would You Like 





Agency Openings 
in These 
States 


MINNESOTA 
MISSISSIPPI 
MISSOURI 

NEW MEXICO 
NORTH CAROLINA 
OHIO 

OKLAHOMA 
PENNSYLVANIA 
SOUTH CAROLINA 
TENNESSEE 
TEXAS 

VIRGINIA 

WEST VIRGINIA 


2 






Pan-AMERICAN LIFE INSURANCE COMPANY 


Vice-President and General Manager 




















November 28, 1930 


















































LIFE AGENCY CHANGES | 


























16 THE NATIONAL UNDERWRITER 
Pacific Mutual Makes Shifts 
| HE, A B C Number of General Agency Appoint- 
ad ° ® ments Are Announced in Middle 
Western Territory 
+ = 
QT, aid to advertisers The Pacific Mutual has made a num- 
ber of appointments in the middle west. 
Fred E. Lampman becomes manager of 
the life department of Miller & Miller 
in the Insurance Exchange, Chicago. He 
* has had eight years’ experience, going 
from Detroit where he was with the 
Massachusetts Mutual. 
A. W. Toy, formerly with the Fidelity 
Mutual Life at Evansville, Ind., for 
} | seven years, has been appointed Pacific 
e e : ° Mutual general agent there. 
HE Audit Bureau of Circulations 1S James Armstrong, a large. personal 
an association of advertisers, advertising producer for the company at Harlan, 
: . , Ky., has been promoted to general 
agencies and publishers, who are co- agent at Knoxville, Tenn., effective 
e e Jan. 1. 
operating to standardize and verify pub- Vance E. Wrinkle becomes general 
. agent at Chattanooga, Tenn. He has 
lication circulation data, and thus place been connected with the Mutual Life of 
the buying of space ona basis of ‘‘Known New York for two years in that terri- 
i tory and before that was a sales man- 
Value. ager in business. He is a substantial 
life insurance producer. 
The Bureau numbers among its mem- nik — ang — 
; “ aul S. Cobel has been appointed gen- 
bers the majority of the leaders in the eral agent of the Bankers Life of Ne- 
s : braska at Sioux Falls, S. D. He is a 
publishing and advertising fields of the graduate of the University of Nebraska 
United States and Canada. and has had a number of years experi- 
ence in banking and life insurance. 
P C. E. Rhodes 
The publisher makes a report to the C. E. Rhodes, well known in Buffalo 
Bureau showing total circulation and life inourence circles, hes toes appaintes 
P - general agent tor the nite States 
details of distribution by states. These Life. He is at 610 Genesee building. 
statements are audited in the publisher’s Brooks Goes to Chicago 
office and against the publisher’s records Robert Brooks, zone claim represen- 
’ tative of the Pacific Mutual at Mem- 
by one of the Bureau’s experts. phis, Tenn., becomes assistant claim rep- 
resentative in the Chicago office asso- 
ciated with E. Mohan, zone claim 
By means of the A. B. C. audit reports, pepoenentntve tare. 
you, Mr. Advertiser, can analyze the cir- Grady Brown 
e : After being with another company for 
culation of a paper and determine its two years Grady Brown, one of Dallas’ 
value to you as an advertising medium million dollar producers, has returned to 
’ the Minnesota Mutual Life as agency 
manager of the Sam R. Weems agency 
. at Dallas. Mr. Brown was formerly with 
By patronizing A. B. C. papers, you guard the Minnesota Mutual for four and one- 
. ° half years, 
your own interests and participate in this 
nation-wide movement to place adver- _ i a SRR, Oe. 5S Day 
a W. L. Burruss, branch manager at 
tising on a sound, business-like basis. Richmond for the Shenandoah Life, will 
be given supervision over district offices 
to be established at Charlottesville and 
: * Danville when they are opened the first 
The National Underwriter 1S, of course, of the year. His supervisory authority 
a member of the A. B. C. will also be extended to other territory 
in eastern Virginia. Up to this time 
his territory has been restricted to Rich- 
mond and vicinity. Mr. Burruss was 
for 12 years with the sales forces of the 
Equitable of New York in Richmond. 
€ He also served as general agent for the 
Manhattan Life there. His office is 
credited with a production of $2,000,000 
this year. Dr. J. C. Day, who gave up 
ministerial work in New York a few 
° 4 years ago to enter life insurance work, 
e a 10na nN er W Yl er becoming general agent at Richmond for 
the Manhattan after Mr. Burruss had 
relinquished that post, has joined Mr. 
Burruss’ agency. 
E. J. WouLtGemMuTH C. M. CartwriGHT C. J. Frisbie 
President Managing Editor C. J. Frisbie has been appointed asso- 
ciate general agent of the New England 
Life at Seattle by M. R. Cummings, 
. . general agent. Mr. Frisbie has been with 
The leading weekly insurance newspaper the company nearly mine years and has 
made an outstanding record. He is a 
graduate of the University of Michigan 
————— and of the University of Lausanne, 








Joins Patterson 














G,. S&S. BROWN 


G. S. Brown has been appointed 
agency supervisor for the Patterson 
agency of the Penn Mutual in Chicago. 
Mr. Brown has been an outstanding life 
man in Chicago for a number of years, 
starting as a personal producer in 1911 
with George Pick, then general agent 
Mutual Benefit in Chicago. Mr. Brown 
remained with this company until 1922, 
when he became associated with Julius 
Meyer, general agent New England Mu- 
tual. 

Mr. Brown, a consistently large pro- 
ducer, has specialized in two fields, es- 
tate building of business leaders of Chi- 
cago and modern methods of corporate 
life insurance. He has been active in 
the Chicago Association of Life Under- 
writers and is a C. L. U. man. He is on 
the staff and is vice-president of the 
Chicago Chapter of C. L. U. 








Switzerland. He served overseas during 
the world war. 





Life Agency Notes 











Grover €. Boyd has been appointed 
agency supervisor in west Tennessee by 
the Lamar Life, with headquarters 
Memphis. 

* * * 

Cc. P. MeClanahan, of Nashville has 
been appointed manager of the Franklin 
Life. 

*k * * 

Fred H. Boeker has been appointed 
general agent of Edwardsville, IIL, for 
the Franklin } 


2 
R. V. ng has been appointed 
Franklin Life manager at Whitewate 
Wis. 


Courtesy Reply Card Plan 


of the Lincoln National 





The Lincoln National Life has made 
an addition to its direct mail plan for 
agents in the form of a courtesy reply 
card. The present plan is a direct pre- 
approach one, with a series of three care- 
fully chosen letters for each class « 
prospects which are sent out at intervals 
before the call. Added to the first of 
these letters, there is now the “courtes) 
card”—an attractive folder containing 4 
business reply card which makes a r« 
quest for further immediate informatio: 
In this way, it is planned to secure the 
best prospects from the pre-approac!i 
list beforehand and give them proper. 
prompt service. 
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Life Round Table a Feature 





Interesting Discussions Led by Notables 
at Pennsylvania Federation 
Meeting in Philadelphia 


lr! _ life insurance round table at the 
Philadelphia meeting of the Insurance 
Feder: ition of Pennsylvania proved one 
of the most interesting and valuable fea- 
tures 


“Cooperative Underwriting,” was the 
subject of a talk by Dr. J. A. Steven- 
son, general agent home office agency, 


Penn Mutual. He stressed the impor- 
tance of cooperation between general 
agent and home office underwriter. 
Gener il agents are graded on their rep- 
utations in this respect, he said, and it 
greatly facilitates work at the home 
office and in the general agency if the 
home office has confidence in the gen- 
eral agent’s ability and accuracy in writ- 
ing business, 
Trust Officer Is Speaker 

J. L. Weatherly, life insurance trust 
ofticer Fidelty-Philadelphia Trust Com- 
pany, spoke on business insurance and 
its relation to trust companies. 

M. A. Linton, vice-president Provi- 
dent Mutual, was chairman and F. D. 
Buser, manager Fidelty Mutual Life, 
secretary. 


More than 200 persons attended the 
sessions, luncheon and banquet. W. F. 
Kingsley, vice-president Penn Mutual, 
president of the federation, was toast- 
master at the latter function. Secretary 
of Labor James J. Davis was guest 
speaker. P. H. Davis, sports authority, 


spoke. 


Northwestern Mutual Holds 
Eastern Rally in New York 


also 


e agency convention of the North- 
western Mutual Life for the New Eng- 
land, middle Atlantic and south Atlantic 
states will be held in New York City 
Jan. 2-3. Vice-President M. J. Cleary 
and W. R. Chapman, assistant superin- 
tendent of agencies, will represent the 
home office. 

lhe chairmen for the various sessions 


will be V. D. Griffin, Manchester, N. H.; 
F. A. Griswold, II, Bridgeport, Conn.; 
H. 8S. Griswold, Hartford; Erroll Rip- 
le Pittsburgh, and R. H. Turver, Ni- 


agara Falls. The speakers will include 
\. R. Jaqua, associate editor Diamond 
Life Bulletins, who will also conduct an 


open forum on life insurance as an in- 
vestment; W. F. Atkinson, Brooklyn; 
-. L. Law, Baltimore: H. E. Strong 


and Frank Schwartz, Pittsburgh; H. B. 
Otway, Lockport, N. Y.; W. J. Mack, 
Cincinnati, and H. C. Stillman, educa- 

director Remington-Rand Com- 


tional 


Hold School in Pittsburgh 


Vincent B. Coffin, director of educa- 
tion of the Penn Mutual Life, assisted 
by James A. Preston of the home office 
and John M. Laflin, educational super- 
visor of the Pittsburgh agency, held a 
very successful three-day school in 
Pittsburgh, attended by agents in the 
Wheeling territory and a number of out- 
lying towns, as well as those in Pitts- 
burgh. The agency is 34 percent ahead 

last year in production, most of the 

“rease being due to the new organiza- 

n added in recent months. 


Did Excellent Work at Newark 
NEW YORK, Nov. 27.—The Pruden- 
| and the Mutual Benefit Life did out- 

standing work in the community chest 
drive which concluded last week in 
Newark. The Prudential won the cup in 

four cornered contest among the 
ur leading institutions of the city and 
the Mutual Benefit had the highest per 
ipita contribution. The life insurance 








general agencies of the city also made 
excellent showings, their final totals be- 
ing at least 50 percent ahead of last 
year and the banking and insurance di- 
vision as a whole went 29 percent over 


its large quota. 





Penn Mutual Policy Disapproved 


The Massachusetts 
disapproved the Penn Mutual's 
policy which provides for issuance on 
the anniversary of an initial policy of 
an additional policy on the same plan as 
the original policy at the attained age 
and same rate as in the first case, with- 
out medical examination. The disap- 
proval has been upheld by the attorney 
general. The new form is disapproved 
as providing a new and separate policy 
at a later date without medical examina- 
tion. 


has 
new 


department 


Mrs. Pritchard to Speak 


Mrs. W. S. Pritchard, National as- 
sociation, will speak in Boston to wo- 
men’s clubs in the metropolitan district 
early in December on insurance in the 
home. 





of Bills 


Ready for 
Legisla- 


Ohio Facing Flood 


Many Insurance itiiditll 
Presentation as Soon as 
ture Convenes 








COLUMBUS, O., Nov. 27.—A flood 
of bills dealing with insurance is ex- 
pected to pour into the legislature soon 
after it convenes in January. Both the 
retiring governor, Myers Y. Cooper, and 
the incoming governor, George White, 
will send messages to the general as- 
sembly and they may have something to 
say on insurance legislation, 

A committee of the Ohio State Bar 
Association this week issued under the 
direction of W. E. Benoy of Columbus, 
chairman, drafts of a proposed insurance 
code. The legislature will be asked to 
enact it. Chairman Benoy has asked 
that criticism of the code be sent to him 


in Columbus at once. 

The old age pension bill, with the 
backing of former Governor James M. 
Cox, will also make its appearance 
again, together with a bill for unem- 





ployment insurance. State employes are 


having prepared a bill which calls for 
pensions for state employes. 
In addition to all of this, the Ohio 


tax system is to be revised the 
year. All sorts of suggestions for ways 
of raising income for the state will be 
submitted, and of course insurance will 
have to take its chances along with the 
rest. 

William 
the senate 
been reelected for 


coming 


A. Clark of Urbana, chairman 
insurance committee, has 
his fifth term and is 


of 


being boosted for president protem of 
the senate. He is secretary of the Ohio 
Junior O. U. A. M,. 

White Considers Appointments 


The following insurance men have been 
elected to the legislature: Senate—Paul 
P. Yoder, Dayton; William H. Hoerner, 


Monroeville. House—Joseph H. Schu- 
macher, Cleveland; O. W. Whitney, 
Sunbury, also newspaper editor; George 


Olney R. Gil 
Baum, Akron; 


P, Lewis, Youngstown; 
loghy, Zanesville; O. W. 
Oakley Spaght, Stow 
Governor-elect White 
week from a short vacation 


returned this 
and began 























Royal Union Life Building 
Cor, Seventh and Grand Ave. 
Des Moines, lowa 





A COMPLETE POLICY SERVICE 


The Royal Union Life Insurance Company offers a full and complete 
line of policies to answer every agency need: 


Age limits 0 to 60. 


Women accepted on equal 
basis with men. 


Non-medical privileges. 
Rapid plan inspection service. 


Juvenile policies 
mium payor insurance added. 


Group life insurance. 


If you are not now under con- 
tract and are looking for a 
profitable agency connection 
it would pay you to investi- 
gate our proposition. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


with pre- 
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PROGRESSIVE 

CHANGES IN [new 
CONTINENTAL LIFE |®4%00% 
POLICY CONTRACTS [2&1 














1. New Retirement Income Policies, providing $100 
Monthly Income with $10,000 life insurance. 


2. New Ordinary Life Non-Participating rates, partici- 
pating at end of 20 years. 


Juvenile rates reduced, and, 


Juvenile insurance during early years increased. 


Surrender values increased. 


ou bk Ww 


Second year values on all standard forms. 


Cash values equal full reserve tenth year. 


Non-Participating rates reduced. 
Revised and reduced sub-standard ratings. 


Return of premium provision for Non-Participating 
policies. 


— 
SO @ 


Increased Values Make These Policies More Attractive to 
the Insurance Buyer. 


LIFE — ACCIDENT — DISABILITY — GROUP 
ANNUITIES—5% INTEREST ON TRUST FUNDS 


Splendid territory available in 34 states to salesmen of character and 
ability. On Agency matters address 


J. DeWITT MILLS, Vice-President 


CONTINENTAL LIFE INSURANCE CO. 
Continental Life Building 
St. Louis, Mo. 

















HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 








the consideration of appointments. D. 
B. Sharp of Columbus seems to be 
prominently considered for insurance 
superintendent. M. Ray Allison, de- 
feated candidate for attorney general, 
and S. P. Dunkle, executive secretary to 
former Governor Donahey, also have 
been suggested. 


Life Insurance Sales Go 
Upward in Illinois Field 





Life insurance sales in Illinois took a 
decided upward trend in October, ac- 
cording to figures from the Illinois 
Chamber of Commerce, showing Octo- 
ber, 1930, sales at $59,230,000 as com- 
pared with $53,879,000 in September. 
The October sales were, however, over 
$17,000,000 less than for the same month 
a year ago when huge policies were 
taken out in many instances to balance 
stock market losses. The wide margin 
of October, 1929, over October, 1930, 
life insurance sales gave last year’s sales 
for the 10 months period a total of $6,- 
320,000 more than for the same period 
this year. It was the first time that 1930 
sales had slumped under the last year’s 
total. Twenty-five percent of the Illinois 
companies reported gains. 


Washington Life Is Formed 
By Indianapolis Residents 





The Washington Life of Indianapolis 
has been incorporated with $100,000 cap- 
ital, divided into 10,000 shares of $10 
par to be sold at $23 per share. The of- 
ficers will be: President, G. H. Evans, 
secretary-treasurer Mid-West Elevator 
Company of Indianapolis; vice-presi- 
dent, A. N. Bobbitt, who is retiring as 
Indiana state auditor; secretary-treas- 
urer, W. H. Kershner, former adjutant 
general of Indiana and for some years 
identified with the insurance business in 
Indianapolis. Other directors are Sam- 
uel Lewis, building supplies contractor, 
and Dr. J. W. Sluss, a physician. 

Among the incorporators are W. E. 
Neal, former Indianapolis Union Cen- 
tral Life general agent; A. L. Smith, 
also identified with life insurance in In- 
dianapolis for many years; F. I. Gal- 
braith,, E. R. Nelson, W. S. Teague and 
F. H. Fisher. 


Help in Two Drives 


The Chicago Association of Life Un- 
derwriters headed by President Harry 
T. Wright, associate agency manager of 
the Equitable Life of New York, is tak- 
ing an active part in two community 
drives, one for the United Charities and 
the other for the governor’s unemploy- 
ment fund. Samuel T. Chase, general 
agent Connecticut Mutual, is chairman 
of the joint effort. A large committee 
has been drafted and detailed plans were 
laid at a meeting in Mr. Wright's office 
Tuesday. 








Owen Sets New Record 


The Detroit branch of the Sun Life 
of Canada smashed all previous records 
for President’s Month, November, pay- 
ing for $1,185,000 exclusive of group 
business and applying for $1,999,700. 
This represents an increase of 27 per- 
cent over the same period of a year ago, 
according to Ernest W. Owen, branch 
manager. 


Fake “Agent” Jailed 


A man giving the name of Sendon 
Crary, alias A. Finnegan, has been sen- 
tenced in municipal court at Neenah, 
Wis., to six months in jail on complaints 
made mainly by young employed girls 
that they had paid him premiums on in- 
surance policies which were never de- 
livered. 

He had evidently obtained a business 
card of Seldon B. Crary of Iron Moun- 
tain, Mich., district manager for the 
American Life of Detroit, prominent in 
upper peninsula banking and insurance 
circles and a highly respected citizen, 














BELIEVE IT 
OR NOT 


BANKERS 
NATIONAL 


Offers 
One of the Best 


OPPORTUNITIES 


in the 
Life Insurance 
Field 


v 


A Modern, Progressive 
Company, strongly estab- 
lished and fast-growing, 
has Agency openings in 
New Jersey, Delaware, 
Maryland, Pennsylvania, 
Connecticut, Maine, IIli- 
nois, Indiana and other 
territory 


Those who aré interested 
in a permanent connection 


offering an assured future | 


are invited to write to 


BANKERS NATIONAL 
LIFE INSURANCE CO. 


Jersey City, N. J. 


R. R. Lounsbury 
President 


Geo. Ramee 
Vice - Pres. and Supt. of Agencies 
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and made considerable use of this card. 
Mr. Crary at Iron Mountain also re- 
ceived considerable mail intended for the 
found at Neenah. 


Ohman Agency Does Well 


The Eric O. Ohman agency of the 
Home Life of New York in Chicago has 


finished October in 11th place in new 
paid business among all agencies of the 
company in the United States. The 


agency was started from scratch in 
March this year and has made a fine rec- 
ord. Mr. Ohman was manager of the 
brokerage department of the Bokum & 


Dingle agency, Insurance Exchange, 
Chicago, before going with the Home 
Li 


Athletes Form Agency 


[wo experienced insurance men who 
carved names for themselves in the 
world of athletics before entering the 
business have recently incorporated the 
Westgate & Freeman general agency of 
the Ohio National Life in Kalamazoo, 
Mich. The agency will handle south- 
western Michigan. 

Grant Westgate and Harvey B. Free- 
man are organizers of the new firm. Mr. 
Westgate has been with the Ohio Na- 
tional Life’s agency forces for some 
time and formerly was a supervisor for 





the Travelers. He starred in athletics 
at the University of Pennsylvania and, 
previously, at Western State Teachers 
College in Kalamazoo. Mr. Freeman, 
whose insurance experience has been 
with the Missouri State Life, also 
starred at Western State and later en- | 
tered professional baseball, playing at 
one time with the Philadelphia Athletics 
and with several minor league clubs. 


Will Observe 70th Anniversary 


Insurance men of Milwaukee are tak- 
ing an active part in the plans for the 
observance of the 70th birthday anni- 
versary of the Milwaukee association 
of commerce. M. J. Cleary, vice-presi- 
dent of the Northwestern Mutual Life 
and chairman of the publicity division 
of the association of commerce, is a 
member of the committee. Other mem- 
bers are Max R. Schade, chairman of 
the educational and insurance commit- 
tee of the association, and Walter 
Schroeder, head of the Chris Schroeder 
& Sons Company agency and chairman 
of the membership division of the asso- 
ciation. Tentative arrangements are be- 
ing made to hold the celebration Feb. 


Wiese Agency Growing 


\ solid foundation for his agency has 
been laid by Raymond J. Wiese in the 
19 months since he opened a new agency 
for the State Mutual in Chicago. De- | 
spite his holding the organization to! 
a conservative growth at the start, Mr. 
Wiese’s agency stands 13th among all 
the company’s agencies in this country 
for the year to date. He will pay for 
$2,000,000 in 1930 at his present rate of 
Mr. Wiese’s | 


progress. Oddly enough, 
agency has won 13th place with 13 
whole time agents. His plans contem- 


plate increasing production $1,000.000 a 
in each of the three succeeding 


r 
irs, 


John M. Cronin Active 


ohn M. Cronin, vice-president of the 
W. E. Lord Agency in Cincinnati and 
nager of its life insurance depart- 
t, was elected a director of the Cin- 
nati Business Men’s Club. Mr. 
Cronin is active in many Cincinnati civic 
nizations and has been particularly 

ll known for his work in the Cincin- 

i Community Chest. At the present 
he is also a director of the com- 

chest. 


Discuss Control of Lapses 


he Life Managers Association of 
ietroit will discuss the control of lapses 
ec. 2, under the direction of President 
Charles A. Macauley. general agent for 
the John Hancock Mutual. Inasmuch 
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as policy terminations are on the in- 
crease, the life managers in Detroit hope 
to work out a cooperative program of 
some sort that will aid them in keeping 
their business in force. The subject will 
be introduced by a special committee in- 
cluding A. C. Utter, New England Mu- 
tual Life; Richard T. Smith, Travelers, 
and H. K. Schoch, Aetna Life. 


Woollen at Dayton 


Herbert M. Woollen, president of the 
American Central Life, addressed the 
Dayton, O., agencies at a dinner-meet- 
ing last week. An enthusiastic program 
featured the occasion, in which H. W. 
Buttolph, Albert Seatin and Martin W. 
Lammers, from the home office partici- 
pated. T. R. Baily, Dayton manager, 
presided. 


New Illinois Examiners 


Oscar D. Peterson of Kewanee, IIL, 
for the past 12 years with the account- 
ing department of the Kewanee Boiler 
Corporation, has been appointed exam- 
iner for the Illinois department. 


Goes to California 


Accompanied by his wife, Daniel 


Boone, president of the Midland Life of 
Kansas City, has gone to California on a 
two months’ trip. 





sheets bulging—straining, glides forward at an increasing clip. 


If you’ve ever sailed a boat—and it is 
assumed you have—you’ll remember the 


spanker sail—that extra sheet of can- 


vas used by 


catch the idle puffs and breezes 
stray from the prevailing winds. 


These little breezes spell the differ- 


ence between 


speed. 
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experienced 


normal 


The crew of the 


Central, for 


tactics. While depending on the steady 
increase from regular sources, it has 
run up the spanker sails to gather in 


additional business. 


The Union Central Life Insurance Company 


MORE THAN A BILLION AND ONE-HALF IN FORCE 


years, 


E DITION 


19 








| IN THE MISSOURI VALLEY 








Note Policy Loans Reductions con be 


General Agents Urged to Work With 
Field Men in Reducing 


If not, agents face 
commissions 


worked out. 


y losses in earned 





Fewer Insurance Legislators 


The roster of membership of the new 


indebtedness Nebraska lower house does not disclose 
— ee ges 5 : the presence of a single insurance man 
LINCOLN, NEB., Nov, 27.—General | John McClellan of Grand Island, six 
agents of life companies are being urged | times a member, was defeated by a nar- 
by the state managers’ association to | row margin and in Lincoln W. M. Her- 
make concerted efforts with their field | bert, secretary of the Western Union 
men to reduce the amount of policy | Life, lost by a few votes. 
loans outstanding by any means avail- The senate has three insurance men, 
able, as the number of lapsations from | Gus A, Dworak and James A. Rodman 
this source has increased alarmingly. | of Omaha and J. A. Axtell of Fairbury. 
A. R. Edmiston, general agent for the Senator Warner of Lancaster county, 
Union Central Life, who has urged | chairman of the insurance committee in 


this as a protective measure, says that, 
if necessary, agents should submit some 
form of partial or instalment payment 
for retiring these loans. Field men are 
interested because many of these loans 
are on policies where the companies are 
and because of the 


recent 
candidate for president of the senate. 


Closing 


sessions, reelected and is a 


was 


Close Equitable Campaign 


the October 


Fargo and Grand Forks dis- 


campaign be- 
the 


paying renewals, tween 
long continuance of the depression bor-|tricts of the Equitable Life of New 
rowers find it impossible to meet their | York, about 40 underwriters and field 


He be- 


plans ja 


notes and so let the policy go. 
lieves that instalment payment 








In Which 
THE AGENT DONS A MIDDY 


----and becomes a sailor 


starboard,” shouted the skipper. 


sailors to 


that ~ 
in the 


over 
trate on service, 
themselves. 
and capacity 
increases in new 

customers. 
Union 


good ship Un October, 1930, 
has used sailor 


views. Results: 


(2) an increase of 


plications over last October. 


of CINCINNATI 
1867 


UN up the spanker sails, fore’n aft—there’s a breeze off 
His graceful ship, all 


Experience has proved Policyholders 
Service Month the most effective of 
these spanker sails. 
campaign was inaugurated—it has be- 
come an annual affair—an institution 
Union Central, 
and over again that if we concen- 
sales will take 
The Policyholders Serv- 
ice drives have contributed repeated 
business 


the 
again hoisted its spanker sails. Union 
Central men made 30,000 service inter- 
(1) Much good will, 
3Y% 


representatives of the two areas attended 
joint conference 


H. J. Gil- 


in Fargo. 


Six years ago this 


demonstrating 


care of 


from old 


Union Central 


millions in ap- 
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Help Them 


No man relishes the prospect of 
being dependent upon others 
in his old age. Who would 
disagree with Emerson, who 
said: 


“Can anything be so elegant 
as to have few wants, and to 


serve them one’s self?” 


Your prospect wishes to be in- 
dependent in his last years. 
Show him how wisely se- 
lected life insurance will 
help him to be. 


The Prudential 


Insurance Company of America 





EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 














ALWAYS READY 


characterizes the management of this 
old and conservative organization — a 
friendly Company with which to be 
associated. 


Union Mutual Life 


Insurance Company 


Portland, Maine 
Incorporated 1848 




















bertson, Fargo, and Arthur Mallory, 
Grand Forks, are district managers. S. 
L. Kreuger, assistant agency manager, 
and Dr. W. M. Edgerton, medical 
referee of the W. W. Klingman agency 
of St. Paul, were principal speakers. 
About $415,000 of business was written 
in the campaign, 


Whitesel Agency Makes Good 


The R. E. Whitesel Agency, man- 
agers in Minnesota for the Central Life 
of lowa wrote $285,000 during October. 
October was designated as “Whitesel 
Month.” M. A. Reep, assistant man- 
ager, and Adam C. Brown, supervisor, 
worked out the details of the campaign 
and the realization of their objective, a 
“Quarter of a Million for Whit”, was 
more than obtained by the united efforts 
of the Whitesel agency force. 

H. G. Ziegler, district manager of the 
Fairmont district, topped all district 
managers with $70,000 and W. B. Coult, 
a new man in the H. G. Ziegler agency, 
led all personal producers with $35,000 
for the month. 


Would Prohibit Holding Concerns 


Commissioner Hobbs, of Kansas, in- 
tends to submit to the legislature a 
change in the insurance code prohibit- 
ing insurance holding companies from 
selling stock in Kansas. There are two 
or three companies which tried to ob- 
tain authority to operate in Kansas and 
sell their stock with or without policies 
of insurance. When they were unable 
to do this the promoters organized hold- 
ing companies which held all the stock 
of the life insurance company, except 
the qualifying shares of the directors. 











Eastham Seeks Nebraska Post 


W. B. Eastham, who was insurance 
commissioner for two years under Gov- 
ernor Morehead of Nebraska and for a 
time under Governor Neville, his suc- 
cessor, is seeking appointment to that 
post by Governor Bryan. Mr. Eastham 
has been active in the formation of the 
Cornbelt Life, which recently incor- 
porated. The governor-elect has not in- 
dicated what plans he has in mind for 
the department, but there is a strong 
probability that he will ask the legisla- 
ture to make it a department separate 
from the banking bureau. State Senator 
James A. Rodman of Omaha, who is 
president of the American Thrift Assur- 
ance, has announced that he will intro- 
duce such a measure whether the gov- 
ernor recommends separation or not. 





Cummings Speaks at Fargo 


A joint session of the North Dakota 
Life Underwriters Association and full- 
time North Dakota agents of the Min- 
nesota Mutual Life, held at Fargo, was 
addressed by H. Cummings, vice-presi- 
dent and agency manager, on “Modern 
Sales Methods.” 





Western Managers Gather 


General agents and agency managers 
of the Union Central held a meeting in 
Des Moines last week. Those present 
were J. C. Benson, Kansas City; A. B. 
Price, Glasgow, Mo.; F. M. See, St. 
Louis; M. E. Schryver, Polo, Ill.; A. R. 
Edmiston, Lincoln, Neb.: C. N. Sulli- 
van, Sioux City; H. T. Winter, Daven- 
port; F. G. Applequist, Des Moines; 
Harry Steele, Omaha, and O. J. Fisher, 
Wichita. 





Lloyd’s Life Moves 


Lloyds Life of Kansas City, formerly 
in the National Fidelity Building, has 
moved to the Professional building 
where it will occupy larger quarters. 
Adam Reid is president. 


J. W. Richardson, who has been dis- 
trict agent of the Provident Mutual at 
Columbus, has returned to Cincinnati 
and will have charge of a district near 
that city. Ernest A. Farrington of the 
home office in Philadelphia is now in 
charge of the Columbus office. 














Visual 


Selling 


—a reality 


Through visual 
Bank Saving 
agents have been 


tell the true story 


insurance — and 


it convincingly. Impres- 
sions through the eye 
outlive the spoken word. 
Such salesmanship be- 
comes a_ well-ordered 


scientific process. 


PROVED IN THE 
BY 


Bank Savings 
Agents 


The volume of insurance 


produced by our 


month in and month out 


demonstrates the 


ness and desirability of 


“Visual Selling.” 


not ask for more com- 
plete information about 
The Bank Savings Life 
methods and agency 


helps. 


TOOLS 


to help you 
SELL 


1 Pre-Approach Plan 


2 Canvassing 
Portfolio 


3 Illustrated Brief 


Write to 


GEO. L. GRO 


Vice-President 
In Charge of Agencies 


The Bank Savings 
Life Insurance 
Company 


Topeka 


selling 
s Life 
able to 
of life 
to tell 


FIELD 


agents 
sound- 


Why 


GAN 


Kansas 





























Liberty 
to 
BIR. 
Not e 
Birnun 
has att 
panies 
brough 
layout 
written 
vide i 
to be 1 
contrac 
the rer 
is ] iid 
depend 
the tin 
weekly 
to the 
rhe 
is 15 € 
25. «cel 
cent 
higher 
valu 
varices 
2i vea 
$150: | 
Wh 
by the 
partie 
ville w 
industi 
irc m 1 
Frank 
Nation 
Icy 
author 
ial cer 
payabl 
taker 
assoc 
pre eT 
are Is 
(Ou 
oO ch 
panies 
taker 
Icy 
to 1€ 
cid 
reserve 
ial SOC 
I 
that 
int 
1s 
$1 
lal 
als ‘ 
tra 


ee 
of the 
the 1 
ten n 
lea r 
miun 
lea 
out ; 
izat 1 
Not 
Ni 
gan < 
Mr. \ 
ba 
lea 
m« 
Brig 
some 
ha 


we 


in 











November 28, 1930 








LIFE 











IN THE SOUTH AND SOUTHWEST 








= 





Now Writing Funeral Policy 


Liberty National of Birmingham Seeks 
to Meet Competition of Burial 
Societies in Industrial Field 


BIRMINGHAM, ALA., Nov. 27.— 
Notice that Liberty National Life of 
Birmingham is writing a funeral policy 
has attracted much interest among com- 
panies writing industrial risks and 


brought a number of inquiries as to the 
layout of the policy. These policies are 
written on a legal reserve basis and pro- 
vide for a funeral of the value of $150 
to be furnished by an undertaker under 
contract with the company. In addition 
remaining cash value of the policy 
paid to the beneficiary, the amount 
depending on the age of the insured at 
the time the policy was taken out. The 
weekly premiums also vary according 
to the age of the insured. 


the 


How Premiums Range 


The weekly premium for ages 10-20 
is 15 cents; 20-30, 20 cents; 30-40 years, 
25 cents; 40-50, 30 cents; 50-60, 40 
cents The premium is considerably 


higher for persons above 60. The cash 
value over and above the $150 funeral 


varies as follows: For 11 years, $288; 
21 vears, $244; 31 years, $205; 41 years, 
$150; 51 years, $114. 


“\Vhen we entered the industrial field 
by the acquisition of the industrial de- 
nent of the Citizens Life of Hunts- 


art 
ville we found the chief competition of 
industrial companies in Alabama was 
from the so-called funeral homes,” said 
Frank P. Samford, secretary Liberty 
National, who worked out the new pol- 
icy. “We have a law in this state that 
authorizes an undertaker to issue a bur. 


ial certificate, upon which premiums are 
payable weekly and for which the under- 
oe promises to give a funeral. These 
ass¢ iations are not required to maintain 
proper reserves, although most of them 
are issuing limited payment policies, 

“Our study of the situation brought 
to light the fact that all industrial com- 
panies provide they may pay the under- 
taker the proceeds on an industrial pol- 
thereby be relieved of liability 
to the beneficiary. We therefore de- 
cided that we could bring out a legal 
rve policy and compete wi ith the bur- 
ial societies in Alabama.” 


Icy ind 


rest 


In order to forestall the possibility 
that the company mi ight have to “go 
int 1e undertaking business,” the right 
is served to pay the beneficiary the 
$150 in cash instead of furnishing a bur- 
ial service of this value. The company 
also retains the right to cancel its con- 
tract with an undertaker and enter into 
an agreement with another, but the in- 
sured may elect in that case to have the 


paid to the beneficiary. 


C. O. Williams Is Leader 


for Northwestern National 


O. Williams of the Houston agency 
of ry Northwestern National Life is 
the national leader in sales for the first 
ten months. In addition, he is the 
leader for the year to date in total pre- 


miums collected and remitted and also 
leads the Big Ten, a select group of the 
outstanding producers of the organ- 
ization, 

t for many years has Texas had a 
salesman leading in total sales in the 
Northwestern National. Cravens, Dar- 
gan & Co., state agents, are backing 
Mr. Williams to bring the championship 


back to Texas for 1930, by retaining the 
leadership that is his for the first 10 
months. 


Bright Seeks State Auditor Post 


vton Bright of Eminence, Ky., for 
some time commissioner of agriculture, 
has announced his candidacy for Ken- 





state auditor to succeed Clell 
This is an important office to 
insurance, as the auditor names the in- 
surance commissioner. The state de- 
partment of fire prevention and rates 
and all insurance departments are under 
his control. 


tucky 
Coleman. 


Prudential’s Louisiana Meeting 


A two-day business conference for 
agents of the Prudential in 32 parishes 
in north Louisiana was held at Shreve- 
port. A. E. N. Gray, supervisor ordi- 
nary agency department, and W. T. 
Jacobus, manager southern division 
group insurance department, from the 
home office, were present, 


Receiver for Marriage Concern 

FORT WORTH, TEX., Nov. 27.— 
V. M. Blow of Fort Worth has been ap- 
pointed receiver for the Western Mar- 
riage Endowment Company of Dallas 
in district court here. The receivership 


was asked by D. S. Tucker as a means 
of protecting members of the concern 
and the assets. More marriages than 
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the officials of the company had ex- 
pected depleted the treasury, Tucker 
said, and many memberships were al- 
lowed to lapse when assessments be- 
came frequent. 


Address Insurance Classes 


S. A. Noble, Jr., agency manager of 
the American Provident Life of Hous- 
ton, addressed the juniors of the insur- 
ance classes at Texas A. & M. College 
on “Life Insurance in the Modern 
World.” Mr. Noble is a graduate of 
A. & M. College in the class of 1925. 
Alumni on the c — and faculty mem- 
bers tendered Mr. Noble a dinner before 
the meeting. 


More Alabama Suits Filed 


Suits agains *. the Prudential for $26,- 
380 and New York Life for $2,018 for 
franchise tax alleged to be due the state 


been filed by the attorney general 
of Alabama. The suits are similar to 
the one filed against the Metropolitan 
Life for $46,425 a few weeks ago. The 
state claims that insurance companies 
should pay a tax on money invested in 
Alabama real estate mortgages on the 
| assumption that such funds represent in- 
vested capital in the state. 


have 








News of Pacific 
Coast States 





— —— 


Washington Meet Scheduled 


Seattle Association Host at Sales Meet- 
12—Many Phases to Be 
Discussed 











ing Dec. 


SEATTLE, WASH., Nov. 27.—Under 
the auspices of the Seattle Life Under- 
writers, a Washington sales congress 
will be held here Dec. 12. The day’s 
educational program will be climaxed by 
a banquet. 

President C. W. Baldwin, Connecticut 
Mutual Life general agent, will welcome 
the visitors. General Chairman E. C. 
Brock, Aetna Life general agent, will 
introduce the following: A life income 
presentation by Charles Frisbie, 
England Mutual Life, and Harold 

Equitable Life of lowa; 
insurance presentation, Glen 
Equitable Life of lowa, and 
Taylor, Mutual Benefit Life; 
income presentation, J. H 


sales 
New 
Dahlquist, 
mortgage 
Simons, 
William 


retirement 














EDGEWATER BEACH HOTEL 


ON LAKE MICHIGAN — 5300 BLOCK SHERIDAN ROAD 


CHICAGO 


This hotel has served in convention and conference sessions, more than FIFTY outstanding 
insurance organizations; TWENTY-THREE of them having met in the hotel more than once. 


EDGEWATER GULF HOTEL 


(Under same management, open November to May) 


on the Mississippi Gulf Coast at Edgewater Park near Biloxi and Gulfport 
In four seasons of operation has accommodated FOURTEEN insurance groups 


For detailed information address: 


W. M. DEWEY, Managing Director 


OUTSTANDING HOTELS FOR INSURANCE CONVENTIONS 
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ALL DIXIE IS OUR FIELD 








Witmer L. Moore, President 


1930 - - - 


What will you do with these ten years? 
What you will get from them depends 
upon what you put into them. 


Are you marking time in a connection 
which is not just what you need? 


If you are contented, do not be disturbed. 
Our broad service to field men and to 
policyholders will offer just what your 
greater success requires. 





E. S. ALBRITTON 


Vice-President and Manager of Agencies 
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Shortest Route 


The shortest route to the sale is 
through organized selling. The Con- 
necticut Mutual offers its representatives 
a plan of selling organized to get max- 
imum effectiveness from maximum 
effort. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
HARTFORD 


Over 84 years in business 1930 


1846 














Carson, State Mutual Life general agent; 
L. B. Hedrick, Missouri State Life, and 
Fowler Martin, vice-president Pacific 
National Bank. 

H. S. Bell, Equitable Life of Iowa 
general agent, will have charge of the 
afternoon session. J. G. Doyle of Se- 
attle “Post-Intelligencer,” will speak on 
“Modern Life Insurance from the Pub- 
lisher’s Point of View.” An educational 
insurance presentation will be given by 
H. P. Compton, Equitable Life of New 
York, and T. A. Anderson, Canada Life. 
“Strength in Organization” will be dis- 
cussed by Lloyd Perkins, Travelers, and 
a stock purchase presentation given by 
A. J. Quigley, general agent Connecticut 
Mutual Life; R. M. Sweet, Massachu- 
setts Mutual Life, and M. E. Sweazey, 
Connecticut Mutual Life, followed by re- 
marks by F. C. Becker, Equitable Life, 
New York. 

Open forum will be a feature of the 
session. 

At the luncheon C. C. Thompson, 
newly elected first vice-president of the 
National Association of Life Underwrit- 
ers, and F. H. Davis, Penn Mutual Life 
mountain general agent, will speak. 





Pierce Is Agency Manager 
of Hamilton National Life 





L. C. Pierce has been appointed man- 
ager of agencies for the Hamilton Na- 
tional Life of Los Angeles. Mr. Pierce 
entered the business 28 years ago as an 
agent of the Equitable Life of New York 
in Denver. Later he was interested in 
the organization of the Colorado Na- 
tional Life of Denver, which was taken 
over by the Columbian National. After 
four years with the Colorado National, 
Mr. Pierce returned to the Equitable in 
Denver. He went to Los Angeles with 
that company in 1913. In 1915 he joined 
the home office agency of the Pacific 
Mutual Life and in 1919 was appointed 
assistant manager in charge of educa- 
tional work and training new agents. In 
1926 he was placed in charge of the 
brokerage department of the agency. 





Want Intermediate Course 


_A committee of the East Bay Life 
Underwriters Association of Oakland, 
Cal., headed by A. R. Durdey, is work- 
ing to have an intermediate course on 
life underwriting to fill the “gap” be- 
tween the present elementary course and 
the course of the American College of 
Life Underwriters. 





Moriarty on Coast 


J. J. Moriarty, vice-president of the 
Missouri State Life, has been spending 
several days in San Francisco in confer- 
ence with Harry V. Montgomery, man- 
ager. 


Managers Hear Hastings 


Glover S. Hastings, vice-president and 
agency superintendent of the New Eng- 
land Mutual Life, addressed the San 
Francisco General Agents & Managers 
Association last week. Mr. Hastings 
presented an optimistic viewpoint, tell- 





ing of the increasing recognition which 
is being accorded life insurance. He 
stressed his belief that life insurance and 
the country generally are on the thresh. 
hold of tremendous development. 


Stockton Office Leads 


The Stockton office of the New York 
Life under R. R. Henderson, agency di- 
rector, led the United States and Can. 
ada in October in percentage of agents 
writing ten or more applications during 
the month. The office also led for the 
same month in percentage of agents 
writing $20,000 or more. 


Gains Made at San Francisco 


SAN FRANCISCO, Nov. 27.—A 
number of life offices in San Francisco 
have already completed their quotas for 
the year and are reporting gains ranging 
from 5 to 90 percent. Many of them 
have far exceeded the production rec- 
ord of 1929 and indications are that this 








basis of production will be maintained 


for the balance of 1930, 





Honor Phoenix Mutual Officials | 


Arthur Collens, senior vice-president, | 
and M. C. Terrill, vice-president, of the | 
Phoenix Mutual Life, were in San Fran- | 


cisco this week. They were guests of 
honor at a luncheon, Wednesday, given 
by C. W. Peterson, manager, San Fran- 
cisco, attended by members of his 
agency staff and several of the com- 
pany’s outstanding policyholders in that 
territory. 





Spokane Companies Growing 


The American Medical Life of Spo- 
kane, Wash., formed last 
passed the $5,000,000 mark in net paid 
business, according to Philip Harding, 
president. 

The National Union Life of Spokane, 
in its first ten months has doubled its 
insurance in force. The net paid busi- 
ness on the books has passed the $2,- 
100,000 mark. 





Casey Resumes Old Post 


James P. Casey, for a number of years 
assistant manager of 
agency of the Mutual Life of New York 
under Fred C. Hathaway, manager, who 
resigned in January, 1928, to return to 
newspaper work, has resumed his old 
position as assistant manager of the 
Hathaway agency. 





Agents Meet with Ireland 


Stephen Ireland, vice-president of the 
State Mutual of Worcester, who has 
been on a tour of the Pacific Coast 
agencies, visited the southern California 
general agency of R. R. Roberts at Los 
Angeles and took part in an agency 
meeting. 





Can’t License Marriage Outfit 


Attorney General Webb of California, 
in passing upon the request for a li- 
cense by the Texas: Marriage Benefit 
Association, holds that there is no pro- 
vision for it in the California law. 








NEWS OF LIFE 


ASSOCIATIONS 





| 











Holman Addresses Groups 





National Association Vice-President and 
Other Leaders Feature Stockton 
and Los Angeles Meets 


L. A. S. Holman, manager Travelers 
at San Francisco and vice-president Na- 
tional Association of Life Underwriters, 
was the principal speaker at the con- 
gress of the Stockton (Cal.) Life Un- 
derwriters Association, and the meeting 
of the Los Angeles Association, on the 
subject “Collective Effort.” 

He pointed out that people have been 








taught a lesson by the stock crash and 
this is the life insurance man’s opportu- 
nity. He visualized the enormous amount 
of money which had been used to play 
the market, saying that in excess of 
$895,000.000,000 in stock had been traded 
on the New York Exchange in 1929. 

“If we are to cash in on the present 
market,” he said, “we have to show 
good investments against bad invest- 
ments. We have an opportunity to take 
advantage of this market to point out 
the stability of the life insurance invest- 
ment, which is always par. 

“T prophesy that ten years from now 
the world will be saying: ‘Just when 
was it people really began to be life 
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insurance minded?’ and the answer will 

‘Why just following the stock crash 
in the fall of 1929.’” 

More than 125 underwriters from all 
parts of the San Joaquin Valley attended 
the Stockton congress which was pre- 
sided over by R. H. Henderson, agency 


jirector New York Life. K. L. Brack- 
ett, president San Francisco Life Un- 
derwriters Association spoke on “In- 
creasing Your Volume.” “Organizing 
Your welt” was the subject of J. P. 
Davies, general agent Penn Mutual at 
Oakland. 


Others on the program were W. F. 


Mee Ke, Western States Life, “This and 
[hat;” “Visual Approach,” H. P. Galar- 
neat Metropolitan; “Modern Life Un- 
derw riting, G. T. Carmona, agency 


anager Western States, San Francisco. 

"The congress closed with a banquet 
presided over by S. L. Gibbons, agency 
director Western States, Stockton, the 
feature of which was an address by N. 
M. Parsons, president Stockton Realty 
Board 





Los Angeles Congress Held 





Many Speakers Give Interesting Side- 
lights on Selling and Life Insur- 
ance Problems 





The sales conference of the Life Un- 


derwriters Association of Los Angeles 
was held last week with President Roy 
Denny presiding. E. S. Holmes, dean 
of the Institute of Religious Science of 
Los Angeles, spoke on “Vision and 
Imagination in Salesmanship.” F. R. 
Behrends, vice-president and trust offi- 


cer of the California Trust Company of 
Los Angeles, gave an interesting talk 
on the relationship between trust com- 
panies and life underwriters. R. A. 
= wn, Pacific Mutual Life, told of the 

m dollar round table discussion at 
he " heteonelinnal Convention of Life 
Underwriters in Toronto. R. H. Ballard, 
president Southern California Edison 
Company reviewed the general business 
conditions and the outlook for the im- 
mediate future. 


Farrell Presides 


\ . Farrell, Penn Mutual L ife, pre- 
sided = the afternoon session. “Life In- 
surance and Taxation” was discussed by 
Joseph D. Brady, tax attorney. He told 
of the relation of life insurance to in- 
come taxation, inheritance taxation and 


the community property law of Califor- 
nia. A. G, Arnoll, general manager Los 
\ngeles Chamber of Commerce, spoke 
on “Why the Average Man Insures.” 
\. S. Holman, Travelers manager at 


San Francisco, 
! Association of Life 
on “Insurance Selling.” 
discussed the existing conditions 
which life underwriters have to 
contend. He emphasized the shrinkage 
in value of the assets of moderately 
wealthy men as a result of the decline 
in stock market quotations and the fact 
that such shrinkage can be replaced by 
the purchase of life insurance. He also 
told of the existing possibilities for the 
sale of business insurance to protect 
partnerships and small corporations. In 
commenting upon the importance of the 
life underwriter keeping well informed 


and vice-president Na- 
Underwriters, 


Mr. Hol- 





money for cigarettes and on peewee golf 
courses than he does on life insurance 
literature. Mr. Holman closed his ad- 
dress with a spirited and vigorous pro- 
test against banks engaging in the sale 
of life insurance. 

President Denny announced that since 
last July the Association has gained 134 
new members, making a total of 400. 
The next luncheon meeting will be held 
Dec. 18. 





San Jose Chapter Inducted 





Delegation Attends from San Francisco 
Parent Body—Skit Presented by 
Shapro and McKenna 


———_ 


It was demonstrated that the San 
Francisco Life Underwriters Association 
has real histrionic talent when B. F. 
Shapro, general agent Penn Mutual, and 
G. F. McKenna, supervisor for that 
company, presented a skit on the evils 
of self-pity, before underwriters of San 
Jose and vicinity. R. H. “Bill” Mouser, 
agency superintendent Penn Mutual at 
San Francisco, was the author. The oc- 
casion was a meeting of the recently 
formed San Jose chapter of the San 
Francisco association. Graham Peake, 
New York Life at San Jose, took part 
in arrangements. Twenty-five members 
of the San Francisco association at- 
tended. The San Jose chapter starts 
with more than 25 members. 

Others who appeared on the program 
were: C. M. Goodman, millionaire pro- 
ducer Equitable Life of New York, on 
“Conserving Capital Through Life In- 
surance”; J. L. Taylor, associate general 
agent Penn Mutual, “Money Bag Ap- 
proach,” demonstrating the value of or- 
ganized presentation; Fred Elliott, vis- 
ual presentation, and R. H. Mouser, 
inspirational address. It is planned to 
build a strong organization at San Jose 
so that when the National Association 
of Life Underwriters convenes in San 
Francisco in 1932 San Jose may branch 
out as a separate entity. 





Seiler Talks at Davenport 





Chicago Life Manager for Marsh & Mc- 
Lennan Gives Pertinent Pro- 


duction Advice 





Fear and fear thought is the princi- 
pal trouble with the life insurance busi- 
ness this year, O. E. Seiler, manager of 
the Chicago life department of Marsh 
& McLennan, told the Davenport Asso- 
ciation of Life Underwriters in_ its 
monthly meeting. His subject was 
“Sales Plans and Procedure.” 

“There is nothing ta be afraid of 
now,” Mr. Seiler said. “Life insurance 
is the only business which shows no 
depression in the last three years. Life 
insurance is the only thing that will fill 
up the gap right away. There are a 
good many men who are worried about 
their estates now, and yet they can get 


| rid of that fear by an adequate life in- 


surance program. There are many 
business men today who are half broke. 
They are the best prospects the life 
insurance man can get. Men who are 





























AMERICAN BANKERS 
INSURANCE COMPANY 


Executive Office 
Jacksonville, Illinois 


GENERAL agency opportuni- 
ties for the right men in Michi- 
gan, Ohio, Indiana and Ken- 
tucky. 


We offer a complete line of 
human being coverage. 


We write life — ordinary, 
monthly, weekly; also accident 
and health—commercial, monthly 
premium, weekly premium, auto 
travel, group accident. 


Address communications to 


R. Y. ROWE, Supt. of Agencies 
Chicago 
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Chicago Home Office Building 
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STOP - LOOK - LISTEN 
Get In the Big Money Now! 


men without insur- 
are now producing 


at the rate of $1,000,000 a year is 
because the people who buy our 
policy now automatically share in 
the profits on a certain number of 
shares of stock as long as they live 
and keep the policy. 


Could you sell insurance with the 
cooperation of a few stockholders? 


ot som diedaseee lo ads Goto, ihe takiices ite We seer ee Operating only in Illinois. 
he said, the average agent spends more! fear and fear thought. If the life in- 
1851 
° ° ° Sane Write today to Wilbur Wynant, President 
Co-operation - Sincerity - Service 
Our Motto for 79 Years 
romepacon STATE LIFE OF ILLINOIS 
Ask Any Berkshire Agent 
HOME OFFICE 
BERKSHIRE LIFE INSURANCE Co. 332 South Michigan Ave. Chicago 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 
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American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 


$604,973,097 INSURANCE IN FORCE 


We Have Openings for Live Men in 


Kansas Minnesota 
Kentuchy North Carolina 
Michigan South Carolina 


Texas 
West Virginia 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up te Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 










































































UNLIMITED OPPORTUNITIES 











ing basis. 


HOME OFFICE 








You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 


Just glance over this list: 


Participating 
Non-Participating 
Sub-Standard 
Preferred Risk 
Pay-Roll Deduction Income 
Monthly Premium Life Income 
Age Limits: 


Policies for Women Modified Life 
Child’s Educational Low Cost Term 
Juvenile Policies 
6°, Guaranteed 


Double Indemnity 

Disability Income 

Premium Waiver 

Retirement 
Income 


1 Day to 65 Years 


‘Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JuLIan PRICE 
President 


GREENSBORO 
North Carolina 


MORE THAN 365 MILLIONS IN FORCE 




















surance man cannot get over that he 
had better get out of the business.” 

Mr. Seiler said there are three great 
mistakes made by the life insurance men 
in their plans. Many of them talk too 
much. He says they do not give their 
prospects a chance to talk. “If a pros- 
pect keeps on talking he will very soon 
hang himself,” Mr. Seiler says. “The 
clever salesman is the one who directs 
the conversation. 

“A second error many life insurance 
men make is to fail to stick to their 
plan, both in procedure in individual 
cases and in jumping from one type of 
sales program to another month after 
month, Many life men over the coun- 
try read about a novel plan or hear of 
one and they try it out. The next 
month they may experiment with a sec- 
ond plan and within a month or two 
they try a third one. 

“The third fault is procrastination. 
Not long ago I ran across the case of 
a life insurance man who sold a very 
large case with some $16,000 premium 
and then because he failed to keep in 
close touch with the case lost it because 
of an unexpected board meeting at 
which it was decided a social obligation 
made it necessary to give the insurance 
to another man.” 

Mr. Seiler gave several demonstrations 
of the principles about which he told. 

Se 

Baltimore—Thomas M. Scott of the 
Penn Mutual Life in Philadelphia, will 
be the main speaker at the meeting of 
the Baltimore association Dec. 11. Mr. 
Scott has for the last ten years written 
$2,000,000 of business yearly and an 
average of 300 policies a year. 

» + 2 


—East Bay (Cal.)—Harry V. Montgom- 
ery, manager Missouri State Life at San 
Francisco, was the speaker of the No- 
vember meeting of the East Bay asso- 


ciation, on the “Standardizing One’s 
Efforts.” He has appeared before sev- 
eral underwriters’ organizations since 


going to San Francisco about a year ago. 

Fifteen are enrolled in the university 

extension course which is being given 

under sponsorship of the East Bay as- 

sociation. A. Roy Durdey is instructor. 
x * * 

Erie, Pa.—Maurice Cohill, assistant 
manager of the Edward A. Woods Com- 
pany here, spoke at the November meet- 
ing of the Erie association, urging sales- 
men to devote more time to suggesting 
policies for Christmas gifts. 

* * * 

Buffale, N. Y.—Frank L. Jones, vice- 
president Equitable Life of New York, 
spoke at the monthly dinner of the Buf- 
falo association. He recommended biog- 
raphies of great men for study by life 
salesmen, so that the latter might adapt 
the qualities of success which have con- 
tributed to greatness of famous char- 
acters. 

* * * 
G. G. Terriberry, with 
Life in New York 
the Hamilton as- 





Hamilton, Ont, 
the Mutual Benefit 
City, speaking before 
sociation at a dinner meeting discussed 
methods of analysis of prospects and 
other sales matters. 

* * * 

Peoria, Ill.—Mrs. W. §. 
charge of the American home depart- 
ment of the National Association, was 
guest of honor and speaker at a banquet 
of the Peoria association. Officers of the 
Parent-Teacher Associations of the city 
were guests. 


Pritchard, in 


* * * 

Grand Island, Neb.—The first annual 
meeting of the Nebraska association will 
be held here Dec. 6. Two nationally 
known speakers are on the program. A 
large attendance from over the state is 
expected, 

* * * 

New Haven, Conn.—L. M. Crandall of 
the New England Mutual Life, Norwich, 
Conn., addressed the New Haven associ- 
ation on “How to Write an Application 
Per Call.” Methods of selling various 
types of prospects were described. 

*x* * x 

District of Columbia—T. M. Riehle of 
the Equitable Life, New York, addressed 
the District of Columbia association on 
“Cardinal Principles of Underwriting.” 
The managers’ section of the association 
at its meeting, with John Dolph, chair- 
man of the section, presiding, continued 
the round-table discussion on “How to 
Secure Successful Agents.” 

A joint dinner attended by members 
of the District of Columbia association 








and fiduciary officers of the trust comp: 


nies of the District will be held Dec 
Gilbert Stevenson of New York will 
the guest speaker on “Living Trusts.’ 
* * * 

Northern Louisiana — The 
Louisiana Life association of Shreve; 
is assisting neighboring towns in p 
fecting associations. W. W. Teel 
president Shreveport association, org 
ized a group at Monroe with the aid 


associates, titling it the Northern Loui 
Bradiey 


iana association of Monroe. 
Waelder, general agent Penn Mut 
was elected president, and L. G. Hug 
of the same company, secretary. Al 
andria is being 


association soon will be function 
there. The northern organizations 


functioning with the Louisiana associ; 


tion of New Orleans, of which Fred 
Laurin is president. The intention 
to try to secure an agency qualificat 
law. Another aim is to secure legis 
tion amending trust laws. 
being done in conjunction with the 
duciary association, an organization 
bank trust officers. 

x ok 

Coleorade — The Colorado associat 
President P. L. Pease announced at 
monthly dinner in Denver, will coo} 
ate in the effort to have several Den 
representatives qualify for the C. L 
degree. Examinations will be held h 
in June, and a number of candidates 
now taking the Denver University ¢ 
ning course. 

The association will sponsor a tr 
school where life underwriters will 
addressed by trust company officials ;: 
prominent attorneys in the study of w 
The advertising campatgn of the asso 
tion in the local papers will be contin 
for six months. 

The dinner was attended by 150 m: 
bers. Rabbi W. 8S. Friedman spoke 
“Prophets and Prophesies,” E. L. W« 
attorney, on “Wills,” and J. E. 
assistant manager Equitable 
York, on practical life topics. 

* * * 

Wheeling, W. Va.—The Wheeling as 


ciation arranged a dinner for Nov. 25 at 


which Roger B. Hull, managing dire« 
of the National association, 
and gave an address. 


Northe: 


This work 


assisted by these two 
organizations and it is reported that ; 


a- 
is 
Fj. 


¢ 
ol 


was present 


The membership of the local organiza- 


tion is 50 to date and it is hoped soon 


have at least 100. Present officers 
only temporary. 
i. 
Newark, N. J.—The joint meeting 


the Newark association and the New J: 
Clubs will 


sey Federation of Women’s 
be held Dec. 8 in Newark. Mrs. W 
Pritchard, who is on the educational st 
of the National association, will be 
principal speaker. It is expected t 


about 300 club women from various part 


of the state will be in attendance. 


as * * 

Asheville, N. C.—The Asheville asso: 
tion at its November meeting voted 
get behind the Insurance Federation 
North Carolina’s movement to strengt 
the qualifications required for insura 
agents before they are granted a lice 





CHICAGO OFFICE 
NEEDS NEW LEADER 


CAN you personally produce busi- 
ness? Can you manage an 
Agency? If so, we are interested 
in you. A man between the ages 
of 30-40 with successful life sell- 
ing experience, with financial sta- 
bility sufficient to assure an un- 
restricted opportunity to properly 
launch himself for an unlimited, lu- 
crative future with a fast-growing, 
progressive Eastern Company. 
An established office with an ex- 
perienced assistant is offered with 
a liberal commission contract. 
Write to Box Sl, The National 
Underwriter, Chicago, giving full 
details of past experience and rea- 
why you think you can 
qualify. 
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to do business in this state. The state 
»ssociation at its annual meeting in 
Greensboro launched the movement and 
will petition the state insurance com- 
missioner to tighten up on requirements 
for agents licenses. The commissioner 
already has the authority to do this but 
the association is anxious to have it 
made mandatory. To this end it plans 
to have a bill introduced at the next 
ses n of the legislation in January. 
* * * 


Boston—The annual meeting of the 
Roston association will be held Dec. 18. 
J. KE. Bragg, New York University, will 
ve his condensed life insurance course 
11-12. 
es @ 

Chiengoe—The cooperative advertising 
eal ign approved by directors of the 
Chicago association, a series of weekly 
wuivertisements to start in January in 

Chicago “American” lasting six 
is, With a radio playlet hookup 
ing life insurance, is expected to 


, Boston, Dec, 


“Wwe the membership of the association 
onsiderably. Only persons w ho are 
members can be identified with the cam- 
paig The plan is to present the name 
ef each contributor three times in the 
serie together with his company. 


General agents pay $4 a week for this 
privilege and producing agents 50 cents 


. week. A large number of pledges al- 
ready has been recorded. The ad cam- 
paign will stress to the public the value 
ff doing business with association mem- 
bers and it is hoped will build up that 


body's prestige. 
* * * 


Dayton, O.—A. R. Jaqua, 
Diamond Life Bulletin, 


associate edi- 
addressed the 


Da ym association last week at a 
ul eon-meeting on “Life Insurance as 
Pr erty.” 

The Guaranty Income Life, Baton 
Rouge, La., has been licensed in Ala- 
bar G. B. Reynolds, Montgomery, is 
desicnated as agent. 








Selling Plans of Stars 


re 
We have published 


26 standardized canvasses 
that will work. 

We know they will work 
because they have worked 
and are working. 

One of our friends 

told us his particular 
difficulties (big prospect) 
and we recommended 

a particular canvass. 

Next week came these 
sweet words: 

“SOLD CASE.” 

Another man, about to fail 
worked one canvass 

for 6 months—then he 
bought a car with 

his surplus commissions. 
True stories—so it 

pays to invest in 


=z 
The Diamond Life Bulletins 


420 E. 4th St., Cincinnati 


Stars Are Made—Not Born 











Los Angeles—“Eventually” 
with Roy Ray Roberts 


The State Mutual Life has undertaken an extensive 
proeram of expansion in California. The Los An 
e agency welcomes you and offers modern con- 
tracts in an agency using the most up-to- date, 
methods. Write us about our “Adaptation Plans.” 
Rey Ray Roberts, General Agent, State Mutual Life 








ACCIDENT—H EALTH > 


Big Award in Accident Case 


United States Casualty Loses in Latta 
Suit at Danville, Ind.—$21,000 
Judgment 

















In a suit brought at Danville, Ind., a 
verdict was returned against the United 
States Casualty for $21,703 under a $20,- 
000 accident policy carried by the late 
W. H. Latta in that company in favor 
of his fiancee, Miss Emma M. Sanders, 
a music teacher of Fort Wayne, Ind. 
Mr. Latta, an Indianapolis attorney, who 
at one time was president of the Inter- 
State Life of that city, was killed when 
his automobile was struck by a Monon 
passenger train north of Indianapolis, 
June 12, 1929. Circumstances, in the 
opinion of the insurance company, jus- 
tified contesting payment on the ground 
of suicide, 


La Biont fe Spenher 


NEW YORK, Nov. 27.—S. M. LaMont, 
vice-president Metropolitan Life and 
head of its accident and health division, 
was the chief speaker at the November 
gathering of the Accident & Health Un- 
derwriters Club of this city last Friday 
evening, the subject of the address being 
“The Necessity for a Negative Clause 
in Accident Policies.” F. S. Burgoyne, 
assistant secretary of the Union Indem- 
nity, is president of the club. 


Will Write Accident-Health 


President J. Roy Kruse of the Cali- 
fornia State Life announces that after 
Jan. 1 the company will write accident 
and health coverage with its life policies. 
No such business will be written along 
commercial lines at this time. 





O'Sullivan With Sunset Mutual 


Mike O'Sullivan, formerly California 
manager of the Northwestern Mutual 
Life & Accident, has been appointed 
manager of the accident and health de- 
partment of the Sunset Mutual Life of 
Los Angeles. John T. Long, husband 
of Mrs. Mae Barr Long, deputy insur- 
ance commissioner of California, has 
been appointed general agent for the 
San Francisco Bay district. 

Harry J. Duker, who was formerly 
financially interested in the Columbia 
Life of Canada, and who was recently 
elected president of the Sunset Mutual 
Life following the death of Wm. I. Mc- 
Call, president, is now making plans for 
converting it into a stock company. 


State Mutual Life Contract 


The State Mutual Life of Worcester 
has just announced its new family in- 
come policy which will be written on 
a 10- 15- or 20-year basis. 





AGENCY OFFICER DESIRES POSITION 


College graduate and former Agency Officer with ten 
years’ experience conducting educational work and 
supervising agencies for one of the oldest life insur- 
ance companies, desires to secure executive position 
with Agency Department in the Home Office of a 
Life Insurance Company. Excellent references. Ad- 
dress R-100, The National Underwriter. 











Assurance Company, Roosevelt Bldg., Los Angeles. 


ONE OF THE VERY 
OLDEST 


Low Net Cost 
Life Insurance Companies 
is in need of the services of 
General Agents in several cities in the 
Central West 
The men selected to fill these positions must 


furnish evidence of their ability to train and 

handle agents and be of a 

Progressive type with a consistent record of 
Personal Sales Ability. 


To such men will be offered a real oppor- 
tunity to demonstrate their ability. 





STATE MUTUAL LIFE 
ASSURANCE COMPANY 


OF 
WORCESTER, MASSACHUSETTS 








Effective December 1, 1930 


A New and Improved 
Family Income Policy 








INCORPORATED — 1844 
EIGHTY-SIX YEARS OF SERVICE 




















Address R-44, The National Underwriter 








Speedy Service 


The Provident prides itself upon its speedy 
service in delivering policies and its sympa- 
thetic promptness in the payment of claims. 
When you place brokerage or surplus lines 
through Provident you are certain of max- 


imum service for your clients. 


Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 
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Wanted.... 
....a Man 


Possessing the following qualifications: 

a . AGE 35 or over, seasoned and a pro- 
ducer. 

2 THREE years of life insurance experi- 
ence. 
Must be personally acquainted with at 
least 25 life agents. 


.... to him 
we offer.... 


& The Highest commission for low cost 
participating insurance, 

F The services of an experienced field 
man, to help him in the field, appoint- 
ing sub-agents, giving sales helps and to 


“PUT HIM OVER” 
Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, North Carolina and 
Michigan, especially Detroit. Write fully. We will not check references 
until after interview. 


Address R-38, care The National Underwriter 


NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the “Unique Manual- 
Digest,” published annually in May at $4.00 and the 
“Little Gem” published annually in April at i 





























ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 


NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 


P and Non-Participat Policies—Men and W: E 
articipating on. spat st, Lm oy omen on Equal Terms—Total 


Ctrcularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


If You Are Ready for a General Agency There ts Desirable T 
IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 
THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


Jay G. Sigmund—Vice-Pres. & Agency Director 
COL. C. B. ROBBINS, Pres. C. B, SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 











Open in 











GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 











wat TO KNOW ABOUT LIFE INSURANCE— 
Tee Tee 
A practical, clear statement by a field man or what the average salesman needs to know about the funds- 


mentals. Order from The National Underwriter, Al946 Insurance Exchange, Chicago. 











Issues Family Income Form 
National Life, U. S. A., Announces 
Entrance Into This Field with 10-, 
15-, and 20-Year Plans 





The National Life, U. S. A., this week 
announces a family income policy on the 
10, 15 and 20 year plan. It is a whole 
life form with level premium payable 
for life. Total disability and double in- 
demnity may be issued in connection 
with it. Age limits are 20 to 60 inclu- 
sive and it will be written on both men 
and women in minimum amount $2,500. 
The maximum which will be written on 
this form will be half the limits fixed 
in the manual for ordinary life. 

Rates on the three forms are: 


Age 10 Year 15 Year 20 Year 
DT Geerseseuteus $14.80 $16.10 $17.62 
PPO eee: 16.52 17.93 19.60 
SP tit ateaence a 18.75 20.31 22.21 
i? -t00.édene8seen0n Ge 23.49 25.76 
PP 27.86 30.78 
a. shatter heenned 31.06 34.10 38.15 
aaa 38.86 43.32 49.33 
a ees eeneeeeims 50.40 57.43 66.67 
OP dededucneesas 67.52 78.90 93.01 





Issues Expectancy Contract 
President Reynolds of Detroit Life 
Announces Company’s Entrance 


Into This Field 








The Detroit Life is issuing a new life 
expectancy policy, written in amounts 
from $2,500 up on men and women, 
standard and substandard. 

President Reynolds says: “The pri- 
mary function of insurance is protec- 
tion. This is provided to the greatest 
extent in our life expectancy policy, 
which is a long term policy covering the 
period of the insured’s expectation of 
life. This contract provides, at a very 
low premium, permanent protection to 
the insured during the productive period 
of his life or until he reaches an age 
when protection is no longer needed to 
such a great extent. It is particularly 
designed for the business man who is 
not interested in cash values but wants 
the maximum protection over a long 
period of years at the least possible 
cost.” 


Right of Conversion 


The policy will be issued with either 
waiver of premium or monthly income 
disability, or without disability, and rid- 
ers for double or triple indemnity may 
be attached. It may be converted to life 
or endowment forms at any time with- 
out examination. Disability premiums 
for women are double those for men. 





National Life of Vermont 


The National Life of Vermont has just 
issued a dividend schedule applicable to 
the new graded premium life policy in- 
troduced Jan. 1, showing dividends pay- 
able in 1931 and extension of the scale 
for 20-year illustration purposes. The 
effect of the dividend if applied toward 
payment of second premium is to make 
the second net payment less than the 
first gross premium up to age 39. At 
age 40 and over dividends are on the 
same liberal scale and substantially re- 
duce the second premium, although not 
entirely offsetting the higher premium 
because of greater mortality risk at 
older ages. The actual dividend declared 
is much higher than the illustrative divi- 
dends issued on this form early this year. 
The actual dividend scale just announced 
is: Age 20, 3.39; 25, $3.45; 30, $3.57; 
35, $3.70; 40, $3.90; 45, $4.20; 50, $4.68; 
55, $5.51, and 60, $6.81. This is compared 
with the illustrative dividends, issued 
early in 1930, which were: Age 20, $2.36; 
25, $2.44; 30, $2.48; 35, $2.52; 40, $2.56; 45, 
$2.51; 50, $2.35; 55, $2.14; 60, $1.81. 


——— 








ACTUARIES 








CALIFORNIA 
Bazegtt N. Coatzs Cant E. Heavoarz 





Coates & HERFURTH 
CONSULTING ACTUARIES 

114 Sansome Street 437 Se. Hill Street 

SAN FRANCISCO LOS ANGELES 








ILLINOIS _ 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7238 


CHICAGO, ILL. 











A. GLOVER & CO. 











INDIANA 





HAIGHT, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








ARRY C. MARVIN 
Consulting Actuary 

307 Peoples Bank Building 

INDIANAPOLIS, INDIANA 





MISSOURI 





LEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Building 
St. Louis, Missouri 


and 
800 Securities Building 
Kansas City, Missouri 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 44th St. New York City 








Wee FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller, Harwood E. Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 





J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
a Examinations Made. Policies 
and all Life Insurance Forms Pre- 
red. The Law of Insurance a 
pecialty. 





Colcord Bldg. OKLAHOMA CITY 
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Now Is the Time to Concentrate Efforts 
on Business Insurance While Firms Are 
Drawing Up Their Budgets for Next Year 


FRANCISCO, Nov. 27.—The 
days of the year, particularly this 


year, is the period during which life un- 
derwriters should concentrate their ef- 


n the writing of business life in- 


irance, is the opinion of C. M. Good- 
man, star producer of the San Francisco 


of the Equitable Life of New 
Speaking before a meeting of the 


San Jose Life Underwriters Association 


ited out that every firm will take 


inventory before the first of the year 
and if concerns are wise they will draw 


r budgets during the intervening 
“It is the best part of the year, 


he said. “It is the time of year to get 


irms to invest a portion of their 
in business life insurance.” He 
1 the fact that practically every 
of every business house has suf- 
shrinkage. If the heads of these 
ses feel that they “cannot afford 
s life insurance now,” the agent 


may well ask the question: “Could you 


he shrinkage in the surplus?” 
coming to San Francisco eight 








outstanding record of production. Dur- 
ing that period he has placed in excess 
of 40 policies for $100,000 or over and 
recently placed one for $500,000. 

Mr. Goodman, who is a student of 
business and personal financial prob- 
lems, of estate building and protection, 
as well as of inheritance tax require- 
ments, urged the San Jose underwriters 
to stress more fully the simple truths of 
protection backed by a sincere desire to 
serve with life insurance protection. He 
pointed out that a great many methods 
of so-called life-underwriting have been 
“junked” and that the last three or four 
years have brought new methods of 
working. “The writing of life insur- 
ance,” he said, “has become more indi- 
vidual.” Another reason for the change 
was the unprecedented activity of the 
stock market and its subsequent crash. 
A realization of the value of life insur- 
ance as the result of the crash, has also 
had its effect upon the sales methods, he 
said. 

“We,” he said, “have to be the insur- 
ance counselors and the investment 








counselors of America,” and in answer- | to you of something far more important 
ing the question, “What must we do to | than life insurance. I came to you to 
flll our mission as insurance and invest- | talk about your wife’s estate,” to which 
ment counselors? What must we know? | Mr. Prospect very likely replies, ‘She 
What must we say?” he pointed out: | has no estate. “Oh,” Mr. Goodman an- 
“We must be family conscious. We | swers, “but she is going to have one 
must be community conscious. We must | Some day when you die.” If Mr. Good- 
be financially conscious.” man plans to talk business insurance he 
He urged his audience to keep in| says, “I came to you today to talk about 
touch with their bank and trust compa- | your business,” and if there is hesitation 
nies, to become well acquainted with the | on the part of the prospect, he says, 
service these ins stitutions have to offer | am not going to raise the subject of life 
“because,” he said, “the conservative | insurance until you bring it up yourself” 
man goes to the trust company or bank | (this remark Mr. Goodman calls “as- 
for advice and you should know at all | sault” No. 2). 
times what these institutions are doing. “You probably have spent 25 or 30 
Learn something about wills and trust | years building up your estate. Isn’t it 
company procedure. Remember, you] worth giving one hour to conserving 
are the very center of community safety that estate—I promise you it will be the 
and community security. The most im-| most important hour you have ever 
portant thing you buy when you buy life | spent,” or if further approach is needed, 
insurance is the investment facilities of | “There are many things you have done 
the insurance company.’ that you should undo and many things 


Tells How He Introduces you should have done that you have not 


owe done and I pledge you when I leave 
self to Prospects here, many things you have done will 


Mr. Goodman told how he introduced | be undone and vice versa because after 
himself to his prospective client and | all every man wants the intent and pur- 
what he said during the first three or pose of his estate and will carried out. 
four minutes of the interview as follows: ‘I try to bring my investment in line 
“I say ‘My name is Mr. Goodman—I | with what the prospect wants pointing 
represent the Equitable Life of New | out that there are four things to be con- 
Y ork.’ “Oh,” replies the prospect, | sidered in connection with every invest- 
“life insurance.” “No,” answers Mr.| ment: Safety, yield, diversification and 
Goodman, “I came to you today to talk ' marketability,” said Mr. Goodman. “I 























you want to represent 
a company offering... 


quick service 
fair dealing 


personal attention 


active help 


home office cooperation 
attractive policies 
practical suggestions 


you need not look farther. The Shenandoah 


Life offers all these 


Write Charles E. Ward, agency manager. 


R. H. ANGELL E. LEE TRINKLE W. L. ANDREWS 
President Vice-Pres. Sec’y-Treas. 


HENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 


attractive features. 














OPPORTUNITY 
BECKONS 


Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 


All Standard Policies Written 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 


BIG MONEY FOR THE GO-GETTER 





Send your inquiry direct to 
A. L. HEREFORD, President 


SPRINGFIELD 
LIFE INSURANCE CO. 


SPRINGFIELD, ILLINOIS 


























THE NATIONAL 





UNDERWRITER 


November 28, 1930 






















ble agents. 


resented. 





SERVICE LIFE 


INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
An unusual agency 
proposition is extended in districts 
where the company is not now rep- 


For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, Secretary-Treasurer 


Home Office 


Lincoln, Nebraska 

















Ordinary Life. 
death—Monthly Income. 


and Juvenile Insurance. 





United Life Building 


For the man who wishes his salary continued after his 
For the man with children—Educational Endowments 


For the man who desires Complete Coverage—the policy 
which fits his needs including Double and Triple In- 
demnity, Weekly Accident Indemnity (non-cancellable, 
non-proratable, and unlimitable), and our tota! and per- 
manent disability provision—all in one policy. 

For the agent who is interested in selling unique and complete 
coverage—this suggestion: Get in touch immediately with 


EUGENE E, REED, Vice-President 


UNITED LIFE 


FOR EVERYONE 


For the man who has a limited sum to spend on Insur- 
ance—the most benefit and protection for the least 
money—Endowment at Age 85. 

For the man to whom the idea of paying premiums in old 
age is distasteful—Limited Payment Life. 

For the man who wishes to accumulate a fund which will 
be available to him later—A Full Line of Endowments. 


For the business and professional man—Preferred Risk 





AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire 


| Originators of Life and Accident insurance united in one policy. lf 















THe ¥ 
LAFAVEMITE L 
NEB oe 


No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


W. W. Lane, F. L. Alexander 
Secretary President 
W. R. Smith, Field Vice-President 


LAFAYETTE, INDIANA 




























$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of me unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 








tell the prospect these are the four ele- 
ments he should have in every invest- 
ment he owns. In many cases the pros- 
pect will come back with the addition of 
investment appreciation as an element 
and I like to answer that if he looks for 
appreciation, he must weaken one of the 
other four elements.” 

When the matter of yield on the in- 
vestment is considered, Goodman’s re- 
ply is: “It is 4 percent.” Mr. Goodman 
then sets down on paper the many vir- 
tues and advantages in connection with 
the investment side of life insurance, 
asking, “What do you want most at age 
65—what are you interested in—acquisi- 
tion of more principal or the security of 
the investment and the guaranteeing of 
income?” Another point which he 
makes in his interviews with business 
men is that they use the services of 
bankers, lawyers and accountants so 
why not guarantee the integrity of their 
work, why not guarantee the integrity 
of the business man’s will through ready 
cash, because “ready cash takes care of 
everything.” 


Sentiment Plays Important 
Part in Large Production 


That sentiment plays an important 
part in Mr. Goodman’s large production 
is demonstrated by the fact that in many 
cases he asks the man to step away from 
his desk over into the corner of his of- 
fice, that he may get a better perspec- 
tive, that he may view himself and his 
desk and affairs more impartially, 
and thus visualize what would hap- 
pen in case he were to suddenly leave 
that desk and that office forever. 

In conclusion, Mr. Goodman pointed 
out that many life underwriters do not 
know what they really have to offer. 
“You have,” he said, “a portfolio of se- 
curities, the most wonderful securities in 
the world. The only portfolio of securi- 
ties that you never have to ask a man to 
change, unless you are a twister. The 
only portfolio of securities that is abso- 
lutely increasing in value every day.” 


Parkinson’s Views Indorsed 


by Stonewall Life Officer 





Indication that the sentiments ex- 
pressed by President T. I. Parkinson of 
the Equitable Life of New York as to 
the undesirability of life insurance vol- 
ume for its own sake is found in the po- 
sition of the Stonewall Life of Vicks- 
burg. The vice-president of the Stone- 
wall Life, C. R. Styron, has been quoted 
at length in the Vicksburg “Herald,” in- 
dorsing the principles set forth in the 
speech which Mr. Parkinsn delivered re- 
cently at the meeting of the Life Agency 
Officers Association in Chicago. 

“I am, pleased to note,” Mr. Styron is 
quoted as saying, “that the keynote of 
Mr. Parkinson’s address is service to 
policyholders instead of volume of busi- 
ness for the company, for I have always 
felt that the company stressed volume 
of business entirely too much and not 
enough service to policyholders or cost 
to the company. 

“This, I feel has been particularly the 
case of new companies, because they 
have been guided mostiy by the old, es- 
tablished companies in beginning their 
activities. 

“The agent who expects to make his 
place in the company’s organization to- 
day on the basis of his performance of 
years past, by putting on a big volume 
of business that is not properly written, 
is walking straight into a grim disillu- 
sionment.” 


G. A. Lindquist 


A. Lindquist, former president of 
io Travelers Equitable of Minneapolis, 
is now associated with the Klingman 
agency of the Equitable of New York. 
He is in the group department as an ex- 
ecutive. 


Following the death of Meyer Cohen 
of the Wolff & Cohen agency of the 
Penn Mutual, Washington, D. C., R. M. 
Waldron has been appointed manager. 





TRUST COMPANIES 


AND BANKS 


A directory of responsible fi- 
nancial institutions that are 
especially equipped to co-op- 
erate with life underwriters in 
creating life insurance trusts, 
and in handling other estate 
problems. 


CALIFORNIA 





The oldest Trust Com-! 
pany in the West 


Wells Fargo Bank 


and 
Union Trust Co. 
SAN FRANCISCO 
Since 1852 
Trust Department established 1892 





ILLINOIS 





LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of 
affairs demand both. Life Insur- 
ance creates the estate. Our Pro- 
tected Life Insurance Trust safe- 
guards it. 


A Special Reserve Fund of $2,000,- 
000 protects principal and income 
against loss. 


CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 








THE 
PEOPLES TRUST AND 
SAVINGS BANK OF 
CHICAGO 


Michigan Blvd. at Washington St. 


CHICAGO 
Earle H. Reynolds R. B. Upham 
PRESIDENT VICE-PRESIDENT 


B. Weakly 
SECRETARY. & TRUST OFFICER 





NEW YORK 








CHARTERED 1822 


The + Bank Farmers 
rust Co. 


22 William St. NEW YORK 


Temporary Offices—43 Exchange Place 


Madison Ave. at 42nd St. 


Sth Ave. at 43rd St. 
brane | Montague St., Brooklyn 
London, England 


























RECENT LETTERS 


The President of a large Company 

says: 

“It will revolutionise Life Insurance 

A’ Super says; 
uperintendent of Agenci 8: 

“Greatest Setling Idea S a v7 

An Ly lerwriter says: 

It has doubled my income.” 
LIFE INSURANCE AS A 
PROPERTY INVESTMENT 

Found only in “The Essentials of 
Life Uaigees by 
Abner T oy 4 
The Diamond Life Bulletins 
42 E. 4th St., Cincinnati, O. 
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